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LIFE INSURANCE EDITION 


‘ FRIDAY, SEPTEMBER 30, 1932 


WEIGHED IN THE BALANCES OF. PUBLIC 
OPINION AND NOT FOUND WANTING 


To survive and prosper, an 
institution must have the 
confidence of the public... 
because there is very little 
success and happiness in life 
without it. 


In the more than a quarter of 
a century that The Midland 
Mutual Life Insurance Com- 
pany has been in business it 
has kept faith with its policy- 
holders, 
and the public at large. 


its representatives 


The healthy, steady growth 
of the Midland Mutual dem- 
onstrates how the public has 


—_—_—_ 


————— 


THE MIDLAND MUTUAL 
INSURANCE CO. 


LIFE 


COLUMBUS 


OHIO 


responded to an institution 
that has always merited and 
kept public confidence. Step 
by step this Company has 
gone forward... always 
along the ways carefully 
studied and found safe. 


This progressive institution 
offers opportunities to the 
right men . . . opportunities 
to grow, prosper and build a 
permanent business. If you 
feel you are the right man it 
will pay you to get in touch 
with THE AGENCY DE- 


PARTMENT. 











THE EQUITABLE 


FAIR — JUST 


A NAME 


SECURITY = PEACE OF MIND 


that does more than 


MUTUAL — COOPERATIVE 


identity — It explains 


NATION-WIDE SERVICE 











THE EQUITABLE 


Founded on the principle of equality, it has ever been the aim and the practice of The 
Equitable to transact its business with policyholders and their beneficiaries justly and fairly, and 
with a view always to serving the best interests of its members. It is an institution Equitable in prac- 
tice as well as in name. 


LIFE ASSURANCE 


Life assurance is a service far broader in scope than mere provision against the economic 
loss occasioned by death. It means security and peace of mind. Equitable policies are primarily for 
the living. Either the insured (or his dependents) will sooner or later benefit financially from any 
Equitable contracts which he maintains. Largely, Equitable life insurance is provided not because of 
the possibility that someone will die, but because of the assurance that someone will live. 


SOCIETY 


The Equitable is a purely mutual company. It is a great cooperative institution, altruistic 
in purpose, beneficent in its objectives, and conducted solely in the interests of its policyholders 
and their beneficiaries. Equitable policyholders are the sole owners of the resources of the Society. 


0] i a | Oy 


The Equitable is a national not a local institution. It has branch offices in the principal cities, 
and representatives in practically every section. Likewise, its investments are broadly distributed and 
are limited to the most conservative types. Every state (including your own) from which premium 
income is derived shares in the advantages of the Equitable’s carefully diversified investment program. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
Thomas I. Parkinson, President 393 Seventh Ave., New York, N. Y. 
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Change Essential 
in Loan Privilege 


President Behrens of Continental 
Assurance Says Sharp Re- 
striction Is Necessary 


JEOPARDIZES PROTECTION 


Executive Willingly Assumes Blame for 
Conservatism in Investments for 
Policyholders’ Sake 


The policy loan privilege should be 
sharply curtailed, President H. A. 
ehrens of the Continental Assurance 
stated in the One-Two-O club conven- 
tion at Chicago. Probably this would 
be possible only through legislative en- 
actment. 

Mr. Behrens said there should be a 
change in the structure of life insurance 
which would prevent a _ policyholder 
from borrowing on his policy without 
consent of his family, and then only in 
real emergency. There should be a re- 
striction permitting a man to borrow 
only up to a stipulated percentage of the 
cash value. 


Believes Restriction Necessary 


Such restrictions are essential, he be- 
lieves, not only for the sake of preserv- 
ing the man’s insurance, but also the 
whole structure of life insurance. 

“It is hard to pay for a dead horse,” 
he said. “If we permit the policy loan 
situation to continue, I think it will ab- 
solutely change the permanent structure 
of life insurance.” 

He said policy loans must be ap- 
proached from a new viewpoint, because 
a large proportion of the recent loans 
was made for emergency cash. Life 
companies represented the only avail- 
able source of money for many persons 
when their banks failed or other re- 
sources were exhausted. This is a dif- 
erent type of loan, and must be at- 
tacked differently. Companies and 
agents should pound for repayment 
whenever policyholders appear to have 
any money. 


Economy, More Work Needed 


Mr. Behrens said in general the 
changed economic conditions must be 
recognized and business carried on under 
a new basis. Economies are essential. 
The Continental in the last year has re- 
duced home office expenses 12 percent 
under what a year ago was considered 
an irreducible minimum. “We must get 
the business down to the lowest basis 
Of cost that decency permits,” he said, 
x. we are going to continue in the 
ighly competitive era before us. We 
must work 25 to 50 percent more now 
to get the results of the past. If we do 
not put in this extra work, we need 
not expect results of the past. That 
time has gone by.” 
a ys - Behrens made the point that when 

“tip is in a storm, that is not the time 

(CONTINUED ON PAGE 11) 





Officials Alive to Problems 





Replies to Questionnaire Sent Broadcast by the National 
Underwriter Regarding Conservation of Heavily Loaned 
Policies All Exhibit Keen Interest in Issue 





By E. J. WOHLGEMUTH 


The replies being received to Tue 
NATIONAL UNDERWRITER’S questionnaire 
as to the various methods that are 
being adopted to conserve policies 
on which loans have been granted 
indicate that company officials are thor- 
oughly alive to the situation and its im- 
portance to the future of life insurance. 

This is a new situation, one that the 
life business has not faced heretofore, 
and one requiring delicate handling. 
Perhaps the most important angle is 
the danger of establishing a precedent 
for the taking down of reserves and 
starting over again at an advanced age. 
Agents whose companies allow full 
commissions on the rewritten policy are 
tempted to fall in with the inclination of 
the assured and use the back log of re- 
serve which he has accumulated over 
a period of years for the safety of his 
family and his own old age for tempo- 
rary purposes. 

Carrying Rewriting Too 

Far Is Dangerous 

This tendency if carried too far may 
seriously endanger the legal reserve sys- 
tem and give encouragement to the 
twister and the believers in term insur- 
ance for all purposes. Agents should 
realize that in taking this view they are 
doing two things: They are detract- 
ing from the prestige of life insurance 
as an insured investment, and in seek- 
ing the maximum of commission and 
returns to themselves are undermining 
the renewal system. It is up to the 
agent whether he shall take a long or a 
short-sighted view of this question. 

* * * 


Vice-President W. W. Klingman of 
the Equitable of New York expresses 
his views as follows: Your letter has 
been read with a great deal of interest; 
also, the editorial in the Sept. 2 issue 
of THe NATIONAL UNDERWRITER, and par- 
ticularly that part of the editorial com- 
menting upon the danger of undermin- 
ing the renewal commission system as a 
possible result of adopting too liberal 
an attitude in the matter of replace- 
ments. The tenor of the editorial coin- 
cides closely with the viewpoint and 
practices of the society. 

The Equitable endeavors by every 
means within its power to avoid any 
situation which might suggest replace- 
ment of existing insurance to the dis- 
advantage of an applicant regardless of 
existing loans. We have found that al- 
most invariably such exchanges are un- 
profitable to the insured, and in this 
connection we are enclosing a booklet, 
“The Mortgaged Policy,” in which we 
have attempted to outline our position 
in the matter of policy replacements. 

So 


With reference to the payment of 
commissions: in such replacements, you 
know, perhaps, that the society operates 
under a clearly defined set of “changed 





policy rules” which protect the original 
agent and limit the commissions al- 
lowed on the new insurance. These 
rules have not been modified. 

With respect to the society's position 
in accepting business from our agents 
where policies in other companies are 
concurrently lapsed, it is our practice, 
when we are aware of such cases, to 
notify the home office of the other com- 
pany of the contemplated replacement. 
At the same time, in order to give the 
other company the opportunity to con- 
serve their business, we advise them 
that we will withhold action on the new 
business applied for for a period of two 
weeks, or until we are informed by them 
that they have no objection to our pro- 
ceeding with the issuance of our busi- 
ness. 

I am glad to have had this opportun- 
ity of outlining to you the stand taken 
by the Equitable in this matter of policy 
replacements—a serious problem to life 
insurance companies. We are glad to 
cooperate in all movements in the real 
interest of policyholders and the insti- 
tution of life insurance generally. 


Official of Great Company 
Makes Valuable Comment 


The third vice-president of one of the 
great companies says: 

Your inquiry naturally sub-divides 
itself into two questions; one dealing 
with the general conservation program 
that is in effect during normal: times, 
and the other with any special plan that 
has been adopted during the present 
period of heavy loans and cancellations. 

It hardly seems advisable to encour- 
age the rewriting of policies that still 
have a considerable equity. This, I 
think, is particularly true in a partici- 
pating company where the cost of the 
old contract is reduced by dividends. We 
make no particular effort, therefore, to 
encourage the rewriting of such policies 
but, nevertheless, quite freely quote 
change figures either for the same or a 
reduced amount when requested by 
members of our field force. 

A great percentage of these changes 
are from a higher to a lower premium 
plan and even though the new contract 
is dated back, there is a considerable al- 
lowance coming to the policyholder 
which reduces whatever loan may be 
outstanding against the old contract. In 
change cases there is an adjustment of 
commission; that is, we never pay first 
year commission on the new policy, nor 
do we permit the renewal commission 
thereon to extend beyond the period for 
which we have paid commission under 
the old contract. 

ae 


If one of our own policies lapses and 
new insurance is written within six 
months, we restrict the commission pay- 
able on the new business. 

(CONTINUED ON PAGE 21) 





Linton Hopeful in 
Business Review 


Improved Mental Attitude Nour- 
ished by Confidence May 
Start Recovery 


ON CLEVELAND PROGRAM 


Halt in Commodity Price Decline, 
Stronger Bond Market Good Signs 
—Need Credit 


An able review of the situation that 
faces business was given at the Cleve- 
land Sales Congress last week by M. 
A. Linton, president Provident Mutual 
Life. “The marked improvement in 
mental attitude toward the depression 
which occurred during the summer has 
inspired fervent hope that at last we 
are starting on the road to recovery,” 
he said. “There is a reasonable chance 
that such is the case, provided we keep 
our heads, act constructively and avoid 
action which would undermine confi- 
dence. Ideas are the most potent force 
in shaping human society. Unsound 
ideas as to future profits led to the dis- 
astrous speculative mania which pre- 
ceded the depression. Unsound ideas at 
the present time can lead to action that 
will delay recovery and prolong the 
present suffering and distress.” 


Sound Currency Necessary 


The importance of a sound currency 
was emphasized by Mr. Linton who 
said that restoration of credit is essen- 
tial and inflation of currency will harm 
credit which is based on confidence. He 
said the money in circulation for the 
past three years had increased 19 per- 
cent, while credit has shrunk 37 per- 
cent, which demonstrates that what the 
country needs is not more currency, but 
more confidence. 

“The long, disastrous decline in com- 
modity prices has been halted,” said 
Mr. Linton, “and the indices have been 
increasing. This is one of the things 
that always happens at the bottom of 
a depression and if the trend continues 
it will mark the turn of the present one. 


Bond Market Encouraging 


“The change in the bond market has 
likewise been most encouraging and if 
continued will mean a change in funda- 
mental conditions. The money that goes 
into the bond market at this stage in the 
cycle goes into a very vital part of the 
financial mechanism, Industry today is 
in great need of the long term credit 
which the sale of bonds provides. . Until 
there is a supply of long term funds 
at reasonable rates there can be no sus- 
tained business recovery.” 

In discussing the: railroad situation 
Mr. Linton said the meeting of railroad 
obligations is so essential to the wel- 
fare of the financial institutions of the 
country, that the government cannot 
afford to allow them to collapse. He 

(CONTINUED ON PAGE 11) 
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Equitable’s Bermuda Cruise 
Pronounced Great Success 


BUSINESS UPTURN IS NOTED 


Names of Agencies That Secured Hon- 
ors for Notable Service During 
the Year 


By R. B. MITCHELL 


NEW YORK, Sept. 29.—The pro- 
duction records of the members of the 
Greater New York department of the 
Equitable Life of New York were the 
subject of high praise by Vice-presi- 
dent and Agency Director W. W. 
Klingman, who presided at the annual 
regional educational conference aboard 
the S. S. “Aquitania” last week. Al- 
luding to the theme of the conference— 
“security’— Mr. Klingman remarked 
that the Equitable has a great element 
of security, as well as a tremendous 
asset, in its agency force. 

Mr. Klingman spoke of the opportu- 
nity to earn a good livelihood in the 
life insurance business, whatever the 
prevailing economic conditions, and said 
that during the last 90 days he had 
noticed a change for the better in prac- 
tically every line of business and that 
prospects for life insurance were ex- 
tremely favorable. 


Awards Are Made 


In announcing the honor agency and 
honor units, Superintendent of Agen- 
cies H. C. Nolting said it was difficult 
to make the selection but that taking all 
factors of the year’s work into con- 
sideration the designation had been 
awarded to the A. B. Peacock agency 
(Brooklyn) for honor agency and to the 
following assistant managers and unit 
managers: M. W. Bleetstein of the 
Bleetstein agency; L. H. Meeker of the 
Johnson agency; M. J. R. Morris of the 
Weiller agency; F. P. Rab of the Lewis 
agency; and A. Steinitz of the Fern 
agency. 

A feature of the convention was the 
awarding of three de luxe conference 
rooms on the “Aquitania” to the three 
agencies leading on the basis of num- 
ber of delegates qualified. The first of 
these rooms was assigned to the Ford 
agency, which with 33 qualified dele- 
gates led the entire department. The 
second club room went to the Bender 
agency for having qualified the largest 
number of delegates in proportion to 
its total number of contracts in force. 
The third room was awarded to the 
Peacock agency for having the great- 
est percentage of new organization men 
qualified as delegates. 


Personal Letters Sent from Bermuda 


Fifteen thousand personalized letters 
were mailed from Bermuda by delegates 
to prospects and policyholders back in 
the states, and calls will be made on the 
recipients during the next week or two. 

In the short time that has elapsed 
since the criuse the home office of the 
company has received many letters from 
delegates. Many of the old timers who 
have attended Equitable conventions for 
a quarter of a century or more expressed 
the opinion that they had received more 
benefit from this gathering than from 
any single meting during their long as- 
sociation with the company. 


Jackson Paper Printed 


The Globe Printing Company of 38 
Liberty street, New York City has got- 


ten out in pamphlet form a 
H. H. Jackson on “The Wisdom of 
Mutual Life Insurance,” which was 
given before the Actuarial Society of 
America. The author was awarded the 
E. E. Rhodes prize of $100 for the best 
paper on the subject, “Actuarial Prin- 
ciples Underlying Mutual Life Insur- 
ance.” The pamphlet contains 32 pages 
with the text and: explanatory notes. 


paper by 





Will Give Review 








RALPH H. 


It has fallen to the lot of Ralph H. 
Kastner of St. Louis, attorney for the 
American Life Convention, to give the 
review of legislation and departmental 
action before the Legal Section, thus fol- 
lowing the same course as pursued last 
year. Mr. Kastner is a dynamic and 
able young man who is making a name 
for himself. 


KASTNER 








Finlayson Calls for List 
of Companies’ Securities 


Superintendent Finlayson of the Do- 
minion of Canada insurance department 
has called on Canadian, United States, 
British and foreign companies to com- 
pile at as early a date as possible com- 
plete particulars of all stocks, bonds and 
debentures which will appear in the Ca- 
nadian annual statements for 1932. The 
compilations are required to be submit- 
ted on the basis of all such securities 
purchased, held as collateral or other- 
wise acquired between Dec. 31, 1931, and 
Sept. 21, 1932. 

Companies must report later purchases 
up to the end of the year by supplemen- 
tary statements. 


Sales Expert to Address 
Joint Meeting in Chicago 


Norval A. Hawkins, sales manager, 
author, and former Ford executive, will 
address the joint meeting of the Asso- 
ciation of Life Agency Officers and the 
Life Insurance Sales Research Bureau, 
to be held in Chicago Nov. 1-3. Mr. 
Hawkins is a consulting sales manager 
of Detroit. The title of his talk has not 
been announced, but he will discuss 
what life insurance sales organizations 
should do to meet present conditions. 
He started as auditor of the Ford Mo- 
tor Company in 1904, becoming general 
sales manager in 1907. For 12 years he 
directed the marketing of Ford cars all 
over the world. Sales were multiplied 
132 times. In selling his personal serv- 
ices and ideas, and in selling goods, Mr. 
Hawkins has always followed certain 
principles which invariably led to suc- 
cess. During reorganization of the 
General Motors Corporation in 1921-23, 
he was adviser to the executive com- 
mittee on all matters pertaining to ad- 
vertising, selling and servicing the 
products of their 78 divisions and sub- 
sidiaries. While he is best known as a 
“wizard of selling,” he is also a certi- 
fied public accountant, member of the 
Michigan state board of accountancy 








and director in several companies. 


Old Colony Life Is Found 
About All Water Logged 


COMPANY IS IN BAD SHAPE 


State Department Liquidator Discovers 
But Small Amount of Money 
on Hand 


A. S. Keys, official liquidator of the 
Illinois insurance department, is in Chi- 
cago following the placing of the Old 
Colony Life of that city in his hands 
as a receiver. The court ordered the 
property liquidated. Mr. Keys, how- 
ever, found that it was impossible to get 
rid of the Old Colony Life building at 
166 West Jackson boulevard. In fact, 
the taxes have not been paid for the last 
three years and they amount now to 
over $200,000. The mortgagee is threat- 
ening to foreclose, as the interest on 
the mortgage has not been paid for 
some time. There is a mortgage of 
some $700,000 on the building. The 
structure is about 38 percent rented. 
Mr. Keys discharged all the home office 
employes except five and readjusted the 
work of the building employes, en- 
deavoring to meet the payroll from 
week to week. Evidently the manage- 
ment of the Old Colony has used the 
premiums paid in to keep the building 
going and the office force paid, although 
some of the salaries have not been paid 
for a few weeks. Mr. Keys is endeavor- 
ing to make a turn so that the building 
will not be taken out of his hands en- 
tirely and nothing be left for the com- 
pany. 

The Old Colony has 7,000 acres of 
land of rather doubtful value in Florida. 
It has some mortgages up in Minnesota 
of dubious worth. It has not paid any 
death claims, surrenders or policy loans 
for months. Mr. Keys is endeavoring 
to find some company that will take 
over the business and service it. Nat- 
urally a 100 percent lien will have to 
be placed on the policies and then the 
assets, such as they are, worked out. 
In view of the frozen character of the 
assets, Receiver Keys is finding it diffi- 
cult to interest any company in taking 
the business. There are more than 
$300,000 in unpaid demands and about 

(CONTINUED ON PAGE 22) 
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Questionnaire Shows What 
Interests the Policyholdy 


RETIREMENT INCOME FIRg7 


Selling Points Are Obtained fro, 
Queries Sent Out by Missourj 
State Life 


Recently the Missouri State Life sey 
out to its policyholders a business rep} 
card on which were listed nine que. 
tions. The policyholders were asked {) 
check the questions in which they wep 
interested and mail back to the hom 
office. Approximately 3,000 replies’ wer 
received. 

The question in which by far th 
most interest was shown was: “Hoy 
can I arrange my life insurance to pro. 
vide a retirement income for myself ix 
old age?” No less than 1,404 wanted 
that information. Second in popularity 
was how to get protection against loss 
due to accidents or prolonged illness 
1,170 inquiries on that subject being re. 
ceived. Ranking third was how to pro 
tect a mortgage, with 1,154 making tha 
query. 

In addition, 848 wanted data on hoy 
to insure for a college education fo 
children, 676 sought information on how 
to provide a beneficiary with a guaran- 
teed monthly income for life. The ques. 
tion asking how a business can be sale. 
guarded ranked eighth in answers whik 
that on extending the benefits of life 
insurance to employes ranked last. 








Returns Are Analyzed 


Commenting on the results of the 
questionnaire an official of the agency 
department of the company said: 

“The outstanding facts which may b 
gleaned from a study of the reply cards 
we have received from our policyholders 


re: 

“(1) People are thoroughly sold 
the importance of providing an income 
upon which they can depend after ther 
working days are over. This, of course, 
is not news, since the number of people 
applying for the various types of re 
tirement income policies and annuities 
has increased greatly in the past three 
years. However, the large number oi 

(CONTINUED ON PAGE 11) 








Equitable Officials on Cruise 
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Officers of the Equitable Life of New York at the educational conference 


of its New York metropolitan territory, which was held aboard the S. 
tania, chartered by the company for the Bermuda cruise. 4 
Laffey, treasurer; A. H. Reddall, assistant secretary; H. C. Nolting, superinte®™ 
dent of agencies; W. W. Klingman, vice-president and agency. director; ™™ 
Mrs. Jones, Mrs. Klingman, W. B. Parsons, second vice-president; 


Laffey, 


S. Aqui 
Left to right: M.¢ 


rs. 


D. A. Walker, second vice-president and associate actuary; F. L. Jones, vice 
president; A. G. Borden, second vice-president. 
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iE FIRS? 


Big Meeting Will 
Attract Interest 


American Life Convention’s An- 
nual Gathering to Be Held 








tained from 


Missourj 
Next Week 

ate Life suff PROGRAM OF WIDE SCOPE 
usiness reply 

Nine ques. 
oe athe tof Entire Week Will be Given Over to the 
ch they ‘ 
to the pe Sections and the Organiza- 
) replies’ were tion Proper 

by far the 
a “Hox Much interest is being taken in the 
ce vith annual meeting of the American 
1,404 wantei I Life Convention to be held at the Royal 
n popularity # York hotel in Toronto, starting next 
against los H% week, This is the first time the organ- 
_ illness HF ation has held a meeting outside of 
; eing fe- " 
how to pro jm United States. There are some 


Canadian members and it is in tribute 
to them that the gathering is held in the 
As a matter of fact, John 


making that 


lata on how [i Dominion. 
lucation fo [i \. Laird, president of the convention, 
tion on how HM who is vice-president of the Connecticut 
h a guaran MM General Life, is Canadian born, his 
. The ques IMM pirthplace being at Bayfield, Ont, He 
can be saie- Mi was educated at the University of 
swers whil i Toronto. 
wh. lit Legal Section to Meet Two Days 
The Legal Section will have its meet- 
aon ing Monday and Tuesday, being presided 
Its of the Me over by Allan May, vice-president and 
the agency Mm general attorney of the Missouri State 
said: “Life, who is chairman. Justice G. H. 
ich may be ME Sedgwick of the supreme court of On- 
reply cards  tario will give the address of welcome 


on behalf of the Ontario Bar Associa- 
tion. The Legal Section luncheon will 
be held at noon the first day with Jus- 


licyholders 


ly sold on , ) 

an income Mm tice W. R. Riddell of the supreme court 
after their of Ontario as guest speaker. The only 
_ of course fe Overlapping of meetings will occur on 
r of people luesday as the Financial Section pre- 
pes of re- sided over by R. T. Byers, vice-presi- 
i annuities fg dent of the American Central, will hold 
past three fim 2" all-day meeting that day. The finan- 
number o fm “@l problems are of paramount impor- 
5 11) tance and there will be great interest in 


this session, After the formal papers 
there will be an open forum for the dis- 
cussion of bonds. Among those who 
7) will speak are S. W. Souers, financial 
vice-president Missouri State Life; Harry 
Wade, president United Mutual Life of 
Indianapolis; President W. G. Preston, 
Bankers Reserve Life, and A. H. Rust, 
= State Farm Life of Blooming- 
ton, Ill. 


Convention Proper to Open 





The big convention proper will open 
Wednesday morning, the addresses of 
welcome being given by G. C. Moore, 
president Canadian Life Officers Asso- 
ciation, who is assistant general man- 
ager of the Imperial Life; R. Leighton 
Foster, superintendent of insurance of 
Ontario, and Superintendent Finlayson 
of the Dominion of Canada. At noon 
that day the executive committee will 
be the host at a luncheon for the state 
Presidents and a number of distin- 
guished guests. The members of the 
local committee at Toronto have been 
invited. 

In the afternoon, following the regu- 
lar session, there will be a special meet- 
ing for those interested in group insur- 
ance. A delegation from the Group 
Conference headed by W. A. P. Wood, 
assistant general manager and actuary 
for the Canada Life, will attend. Wed- 


onference nesday evening there will be an execu- 
S. Aqui tive session of the entire convention. 
: M. C he morning of Oct. 6 will be given 
perinten- ever to the consideration of financial 
or; Mrs. subjects and in the afternoon the Med- 


resident; ical Section will present a paper and 
es, vice then will follow a number of addresses 
relating to home office management 








Observations Made on 
Some Current Problems 





By C. M. CARTWRIGHT 


PHILADELPHIA, Sept. 29.—As 
one confers with officials of life com- 
panies in the east he realizes that they 
are doing profound thinkiny, especially 
concerning those revelations that have 
come to light during this period of 
frightful depression. Life insurance has 
had to meet problems and demands that 
it never had before. Many officials feel 
that now is the time to prepare for the 
next depression. Very little can be done 
at present to alleviate the impact of the 
present one. The companies will have 
to submit and while.some changes can 
be made as an easement, the major ad- 
justments should come before the next 
period of depression. Life officials rec- 
ognize the fact that the good old ship 
will ride out of the trough and be back 
again in time in calm waters. They ap- 
preciate however that we will have to 
meet economic calamities in the future 
perhaps as keen as this one and perhaps 
even more critical. Such conditions may 
not confront those of the present gen- 
eration who are in command of com- 
panies. However they take the position 
that now is the time to do something. 


Make the Exit More Expensive 


Perhaps the main adjustment that 
will have to be made will be making it 
much more difficult for those insured 
to get out. Cash surrenders and loans 
have certainly played havoc. The de- 
mand has been consistent for almost 
three years. There has been very little 
let up. This has required the attention 
of the highest executives because they 
did not want to see a weakening proc- 
ess set in. In normal times policy loans 
and surrenders cause no concern. The 
Northwestern Mutual, Provident Mutual 
Life and State Mutual have already re- 
adjusted their surrender charges and 
loan practices up to policy year ten. It 
is likely that other companies will do 
likewise or take other steps to safe- 
guard theniselves. 


Want Proper Safeguards 


This is a most important question 
and so far as can be seen the officials 
down in this country are well aware 
that proper barriers should be thrown 
around the companies so that they will 
not be jolted so hard in the future. This 
subject undoubtedly is of paramount im- 
portance. There is no company but 
what has had to make sacrifices in dif- 
ferent ways to* meet the situation. If 
there has been no other loss there has 
been a loss of substantial investment 
income. Policy loans eventually mean 
lapses. The general impression is that 
companies in liberalizing their practices 
have made it too easy for people to get 
out of a company. 

The companies already have done 








with J. H. Domelle, secretary Canada 
Life, presiding. The annual banquet 
and ball will be held Thursday evening. 

The agency session will be held Fri- 
day morning with W. W. Jaeger, vice- 
president Bankers Life of Iowa, pre- 
siding. 

The first meeting of the new Indus- 
trial Section will be held Friday after- 
noon with W. J. Bradley, field inspector 
and publicity manager Home Life of 
Philadelphia, presiding. 

The golf tournament will be held 
Monday and Tuesday in charge of First 
Vice-President James Fairlie of the 
Abraham Lincoln Life. The annual 
golf dinner will be held Tuesday eve- 
ning with Dr. H. W. Dingman, vice- 
president Continental Assurance of Chi- 
cago, as toastmaster. The local Toronto 
committee, which has charge of the 
arrangements, is headed by President 
hg Macdonald of the Confederation 

ife. 





much in revising their underwriting 
practices to relieve the repercussion 
that was due to so-called jumbo poli- 
cies. All companies are afraid of the 
“big shots.” The mortality has been 
high on risks where the speculative ele- 
ment enters. There is much more in- 
vestigation being done where a policy 
of size is applied for as to a man’s busi- 
ness condition at present, what he is 
taking insurance for and what his pros- 
pects are for the future. The companies 
have found that the mortality ratio on 
industrial insurance, for example, has 
not been unfavorable. 

There has been much discussion over 
the suicide mortality ratio. Some offi- 
cials are more alarmed over this than 
others. One prominent company official 
gave it as his opinion that aside from 
extending the incontestable period two 
years the companies would not be justi- 
fied in going further because it would 
be a real hardship on the holders of 
smaller policies. Other officials do not 
agree with this and feel that there 
should be a penalty exacted for suicide. 
These officials declare that moral haz- 
ard has developed and in time of great 
stress the incentive to cash in on one’s 
life insurance is too great. The Asso- 
ciation of Life Insurance Presidents 
now has a special committee looking 
into this subject. It is likely that some 
recommendations will be made so that 
the companies will be better safe- 
guarded in this respect. 


Action on Dividends 


One of the main questions discussed 
in the east is the possible action on divi- 
dends of mutual companies that have 
not done anything so far. This depends 
very largely on whether these com- 
panies expect to incur capital losses in 
addition to income on investments and 
if so how much. Many officials would 
like to know whether they are going 
to be able to sell their farms and get 
out even or whether they will have to 
charge up a loss of some proportions. 
There are defaults on bonds and there 
are other investments that are sour. It 
seems to be the consensus of opinion 
that companies should not take too 
great chances. This is a time when 
people are safeguarding their resources. 
If companies have to meet other losses 
in the future there will be danger of 
their surpluses becoming too thin un- 
less they attempt to bolster up their re- 
sources now. 


Large Surplus Is Needed 


One lesson to be learned is the fact 
that companies cannot afford to allow 
their surplus accounts to get down too 
low. A large surplus is worth while. 
Enough free surplus should always be 
maintained to meet emergencies. These 
contingencies are of various kinds. The 
most severe enemy that attacked life 
insurance prior to this economic era was 
the famous influenza epidemic where 
companies had to pay out millions in 
death losses on lives that were young 
and vigorous. It cannot be taken for 
granted that a company can maintain 
a reasonable surplus and get by. It 
must be more than reasonable to meet 
these abnormal drains, 

Much Interest in Investments 

The question of investment is en- 
grossing the minds of officials most pro- 
foundly. They have found out that it 
does not pay to go too strong in any 
one direction, however safe that may 
appear at the time the investment was 
made. One cannot tell what is going 
to happen 10 years ahead. Therefore, 
the greater diversification within the 
range of the law the better. Companies 
that have run to farm mortgages, to 

(CONTINUED ON PAGE 10) 





Ashton Is Head of 
Management Body 


Outstanding Reports Made at the 
Annual Meeting at Phila- 
delphia 


LOAN EXPERIENCE GIVEN 


Much Interest in Survey Made Where 
Policyholders Had Borrowed 
on Their Contracts 


PHILADELPHIA, Sept. 29.—Fol- 
lowing precedent, the Life Office Man- 
agement Association unanimously re- 
elected its officers at the ninth annual 
convention. The officers reelected are: 
President, L. C. Ashton, Provident Mu- 
tual; vice-president, G. W. Skilton, Con- 
necticut General; secretary, F. L. Row- 
land, Lincoln National; treasurer, R. W. 
Leib, Franklin Life. 

James B. Slimmon, vice-president 
Aetna Life, and Charles Hommeyer, 
vice-president Union Central, were 
elected directors for a three year term, 
succeeding W. D. Holt, Provident Mu- 
tual and J. H. Domelle, Canada Life. 


Educational Report Given 


Several important achievements were 
announced in committee reports. First 
was the presentation of the educational 
program offered by the committee 
headed by H. N. Hamilton, director con- 
servation bureau Union Central Life. 

This report told of educational courses 
to be offered all home office employes 
by the Life Office Management Associ- 
ation institute, in order to make more 
rounded employes and to create a 
“standard which will be recognized in 
the life insurance home office world as a 

(CONTINUED ON PAGE 10) 


Breaks Records | 











Manager F. W. Atkinson of the Great 
West Life at Minneapolis in a two 
months competition between branches 
led not only the American offices but 
the Canadian as well. He joined the 
company 32 years ago and has been 
Minnesota manager since 1920. The 
business issued in Minnesota during 
July and August was the greatest in its 
history. There were 63 agents repre- 
senting the company throughout Min- 
nesota. 
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Life Companies Cooperate 
in the Railroad Movement 





MUCH INTEREST IN SUBJECT 





Association of Life Insurance Presidents 
Will Convey Information to Its 
Company Members 





NEW YORK, Sept. 29.—Twelve 
prominent life companies are among the 
signers of the letter inviting former 
President Coolidge to act as chairman 
of a committee to study the railroad 
situation and recommend remedies. 
Other committee members are former 
Governor Smith of New York, B. M. 
Baruch, Clark Howell, and Alexander 
Legge. Life company signatories are: 
Metropolitan Life, Equitable of New 
York, New York Life, Mutual Life of 
New York, Home Life of New York, 
Prudential, Mutual Benefit Life, Con- 
necticut Mutual, Phoenix Mutual Life, 
Connecticut General Life, Aetna Life, 
and the John Hancock Mutual Life. 

Life insurance leaders have been co- 
operating in this movement for some 
time, several of the leading companies 
having endorsed it in its early stages. 
In addition, the executive committee of 
the Association of Life Insurance Presi- 
dents held a special meeting on the sub- 
ject, at which time it was decided that 
it should act as a transmitting agency 
to convey information about the plan to 
all its member companies. It is antici- 
pated that other life companies will join 
the movement. The letter of invitation 
to Mr. Coolidge and his future asso- 
ciates, while stressing the paramount 
importance of having each form of 
transportation operate as economically 
and effectively as possible for the peo- 
ple as a whole, points out that regula- 
tion should not place the railroads at a 
hopeless disadvantage with competing 
agencies and that “the holders of rail- 
road securities are entitled to a fair and 
stable return on the true value of their 
investment.” 





Did Not Surrender and 
Died Within a Week 





A physician carrying $10,000 
insurance in the Columbus Mutual 
Life went to the home office the 
other day, as he lived in Colum- 
bus, det to surrender his 
— He was sent to Harry 

randon, publicity manager, who 
talked to him. Mr. Brandon was 
under the impression that the 
doctor would immediately demand 
his cash value. However, he left 
the office without surrendering 
the policy and died in less than 
a week from heart trouble. 














Illinois Leaders to Meet 
at Time of Peoria Rally 





The president of the Illinois Associa- 
tion of Life Underwriters, N. P. Blan- 
chard of Champaign, has called a meet- 
ing of the executive committee at Peoria 
Oct. 7. President Blanchard has for- 
warded a message to all of the associa- 
tions asking that they attend the all-day 
sales congress in Peoria on the follow- 
ing day. In addition to the officers of 
the state association, there will be rep- 
resentatives of the following organiza- 
tions at hand: 

Bloomington, Champaign, Chicago, 
Danville, Decatur, Galesburg, Jackson- 
ville, McDonough county, Peoria, Rock- 
ford, Springfield and Waukegan. 





President of the Prudential 
Speaks as University Head 





As acting president of Princeton Uni- 
versity, President E. D. Duffield of the 
Prudential opened the 186th session of 
the college thi8 week. In his address at 
the opening ceremony Mr. Duffield said 
that until the principles of honor and 





integrity lost in the present depression 
have been restored there can be no re- 
turn of economic prosperity. 

“Universities can restore that vitality, 
simplicity, earnestness and trustingness 
which we must regain. Here young 
men are gathered with time to think. 
Here they have the vision to realize the 
obligations which rest upon them,” Mr. 
Duffield declared. 


Insurance Men Interested 
in the Wisconsin Decision 
MADISON, WIS., Sept. 29.—Insur- 
ance men are greatly interested in the 
decision of the United States district 
court, with Judges Geiger of Milwaukee, 
Page of Peoria and Fitz-Henry of 
Bloomington, IIl., sitting, in granting an 
injunction against the state insurance 
commissioner from revoking the license 
of the Security Fire of New Haven on 
the ground that it had transferred a case 
from the state to the federal court. The 
attorney general’s department declared 
that an appeal will be taken to the 
United States Supreme Court. Com- 
missioner Mortensen ordered revocation 
of the Security’s license on the ground 
that the company agreed when it re- 
ceived its permit to do business it would 
not remove cases from the state to the 
federal court. Attorneys for the Secur- 
ity cited Chief Justice Taft’s opinion, 
holding that a state law cannot transcend 
a foreign corporation’s constitutional 
right to trial in federal court. The at- 
torney general held that if this rule ap- 
plies, a foreign corporation has greater 
rights within the state than a domestic 
one. 
The United States district court not 
only granted a permanent injunction to 
the Security but specifically declared 
that the statutes of Wisconsin prohibit- 
ing the removal of a case from a state 
court to the United States court was 
unconstitutional. 





More business was submitted to the 
Lincoln Liberty Life of Lincoln, Neb., 
in August than any August since it 
was organized. In fact, the total pro- 
duction for July and August exceeded 
any two previous similar months. 





| MISSOURI STATE STARTS NEW CAMPAIGN 











W. T. NARDIN 
President 


Vice-President J. J. Moriarity of the 
Missouri State Life announces a cam- 
paign for new business, starting Oct. 1 
and extending to Nov. 15, which prom- 
ises to be most interesting. The agents 
are staging an election campaign of 
their own, which because of the interest 
in the national election this year, is made 
to function vigorously. The Missouri 


State Life salesman sweeps both the 
Democratic and Republican candidates 
He presents a sample 


off the board. 





JOHN J. MORIARITY 
Vice-President 


ballot on which his name is printed in 
big bold type as running for president. 
His opponents are shown on the ticket 
as follows: U. R. Gloomy, I. C. Trou- 
ble, John Depression, Seymour Crepe, 
Bill Collector, Ima Pessimist, B. A. 
Gripe. 

The agent is a candidate, the pros- 
pect is the voter. One objective is to 
bring a large number of the agency 
force into the Quarter Million Dollar 
and $100,000 clubs. The campaign is 














W. R. ROBINSON 
Chairman 


prompted by the field advisory council 
of the agency force. This is a group 
of seven managers and general agents 
scattered throughout the country. The 
chairman is W. R. Robinson of Phila- 
delphia. Edmund Burke, St. Louis 
manager, is vice-chairman. Roy L. 
Beck has been employed by the home 
office to actively promote the campaign. 
President W. T. Nardin will watch the 
campaign earnestly from his office in 
St. Louis. 








—— 


New “Depression” 
Approach Angles 
Given by Rockwell 


es 


Several new angles of attack in prog. 
pecting, deliberately calculated to mee 
objections based on the depression, wer 
suggested by Dr. C. J. Rockwell, life jp. 
surance educator, at the Chicago cop. 
vention of the One-Two-O club of the 
Continental Assurance. 

He said many life insurance men are 
depressed, hearing tales of salary redye. 
tions, but many people actually are ge. 
ting raises. Officials of firms have beep 
discharged or retired during the depres. 
sion and in many instances the result js 
elevation of persons all the way dow 
the line to the last employe, giving 
opportunity for life sales. 

Men buy life insurance because of 
difficulties, he said; when they see the 
difficulties clearly they buy the protec. 
tion. He urged concentration on selling 
the income idea, which, he says, is ig- 
nored by many life insurance men, al- 
though they have the opportunity to 
measure life insurance in terms that the 
prospect knows and on which he bases 
his life and that of his family. 

There are many people who have 
money, but they want to save it. Most 
of them have in mind an income in later 
life and many have lost their surplus 
funds because they wanted to invest for 
such income purpose. He said life in. 
surance is the only sure method. 

Need in Business 








Sees 


There is a great field for selling life 
insurance for business purposes, even in 
the depression. Bankers are reluctant 
to make capital loans. They have more 
now than they know what to do with. 
He pointed out that every partnership 
in the country faces this situation; that 
many will be liquidated. If a partner 
cannot buy out the interests of his de- 
ceased partner, the business must be 
liquidated, and the sale is subject to the 
caprice of the public. He pointed out 
that shelves in stores are nearly bare, 
stocks down to the minimum. This 
leaves little for a partnership to sell 
However, life insurance can be sold to 
create a definite value in such an emer- 
gency. 

Dr. Rockwell said life men must be 
more selective in their prospecting. In 
this day they should see only the man 
who is concerned about his situation and 
wants to do something about it. The 
complacent, self-satisfied or stolid man 
is not a prospect today. 

Approach for Physician 


He pointed out one type of prospect 
he considers especially good, the physi- 
cian, who because of his semi-public na- 
ture must do work and place accounts 
on his books that he knows are poor 
pay. Today he is leaving a doubtful 
estate for his family. The collection o! 
these accounts, Dr. Rockwell said, can 
be guaranteed for 2% to 3 percent 3 
year through life insurance which will 
pay the sum total of his bills at the phy- 
sician’s death. 

Dr. Rockwell suggested that only the 
surface may have been scratched in such 
a type of prospect as the family with a 
new baby. He said he sees in the 
“blessed event” at least 15 prospects. 
One who specializes in such cases need 
not want for prospects, for when he has 
finished seeing the 15 prospects another 
baby will have been born. 

There is first the proud father, then 
the wife’s father, who can be approached 
to buy insurance against her having to 
go home to live. Then the husband's 
father, whose interest is mainly in the 
child of his own blood. There are even 
great-grandfathers who can be reached 
with an appeal to set up educational in- 
surance. In some cases there will be 
great-great grandfathers. There are. as 
many prospects on the feminine sic¢, 
Dr. Rockwell said, not overlooking the 
child’s mother. 
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The Guardian introduces to Life Insurance selling 


’ AGENT-VIEWPOINT ADVERTISING 


A unique, persuasive, sales- 
building plan woven around the 
Agent instead of the Company 





It is a selling-advertising pro- 
gram designed 100 per cent 
from the field man’s viewpoint. 


It concentrates its power and 
persuasiveness on the Agent’s 
own prospects. Step by step, it 
builds in the prospect’s mind the 
need for a retirement income 
contract. 


First, this Guardian prospect- 
ing plan lays the ground for the 
sale. It then puts into the 
Agent’s hands a wealth of sales 
ammunition, accurately geared 
to the central plan. It enables 
him to secure and complete a far 
larger percentage of interviews. 
On the first call it brings the 
prospect closer to the com- 
pleted sale. 


Examine the chart on this page. 
Before the Agent calls on the 
prospect, three effective con- 





tacts have been made in behalf 
of the Agent, by mail; first 
planting, then cultivating to an 
effective degree, the thought of 
retirement income, in terms of 
today’s conditions. 


GUARDIAN LIFE 






































ger LEA | 


A simplified picture of the new 
Guardian  Dhirect-to-Prospect 
Plan, designed to convert picked 
prospects into policyholders. 
Described on this page. 






Certain symbols and personali- 
ties which play an important 
part in these three contact units 
serve as the Agent’s introduc- 
tion to the prospect, and pro- 
vide a definite starting point for 
the interview. The unique Guar- 
dian “Visual Sales Chat’’ per- 
sonalizes the need for a Guar- 
dian Retirement Income con- 
tract with straightforward con- 
viction, enabling the prospect 
to sell himself. 


“Agent-viewpoint advertising” 
puts at the disposal of Guardian 
Agents an inspiring sales pro- 
gram for this Fall and Winter. 
In this new plan lies the oppor- 
tunity to intensify the results of 
every hour of selling time. The 
Guardian Life Insurance Com- 
pany of America, 50 Union 
Square, New York. 
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“A Source of Comfort 
Through the Years” 


The Record of a Small Policy 


oe E following letter from a Wisconsin 
clergyman illustrates strikingly how 
even a small life policy kept in force may be 
the chief or sole means to security and peace 
in the later years of life: 


“My mind goes back across the years, to 
an afternoon in North Dakota, when a rep- 
resentative of the New York Life came to my 
home and urged me to take out some Life 
Insurance. I believed in insurance but was 
too poor to make a start. I was so short of 
money that the agent had to lend me the 
money for my first premium. My only re- 
gret is that I did not let him make it three 
thousand instead of one, as he wanted to do. 


“Tt has been a source of comfort through 
the years, to have even so small an amount in 
a safe place. Now we are no longer young, 
and have decided to buy a little home. This 
means that we need the small savings the 
New York Life has been keeping for us 
these many years...” 


This is a $1,000 20 Payment Life policy 
issued at age 35. Total premiums paid 
—$766.80. Present cash value, including 
dividend deposits, amounts to $1,146.21. 
Through all these years the beneficiary 
has been protected for $1,000. 


A life or endowment policy (but 
not term insurance) is an Insured 
Savings Plan with guaranteed 
values for retirement. 


NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 


HOME OFFICE BUILDING 
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Business session, regional educational conference, New York metropolitan 
territory of the Equitable Life of New York, held in main lounge S. S. Aqui- 


tania, on Bermuda cruise. 
Appointments by Berkshire 
W. H. Boireau Becomes General Agent 


at Boston and H. W. Storck 
Takes Brooklyn Office 


The Berkshire Life announces the 
following appointments: 

Walter H. Boireau has been appointed 
general agent in Boston. He is a native 
of Cambridge, Mass. Graduated from 
the Harvard School of Business Admin- 
istration in 1923, Mr. Boireau entered 
the field of selling life insurance with 
the Aetna Life at Boston and shortly 
afterward was promoted to agency 
supervisor. Several years later he joined 
the Boston agency of the Phoenix Mu- 
tual and then was called to the home 
office as agency assistant. The past five 
years Mr. Boireau has been serving with 
the Wrenn agency of the State Mutual 
at Chicago. 

Mr. Boireau lives in Arlington 
Heights, Ill., where he was president of 
the Lions Club and chairman of the 
citizens’ committee. 

Harry W. Storck has been appointed 
general agent in Brooklyn. For the 
past three years he has been general 
agent for the Berkshire Life in Boston. 
Mr. Storck formerly lived in Brooklyn 
and had many years of insurance expe- 
rience in the metropolitan area. Mr. 
Storck’s family connections in Brooklyn 
and New York City made it desirable 
upon his part to return to that terri- 
tory. 

Frederick A. Morrison, who has been 
general agent for 22 years in Brooklyn, 
has for some time been expressing a de- 
sire to retire at general agent. He 
reaches his 65th birthday Nov. 26 and 
has served the company for many years. 
He has a large personal business and 
he intends to give his entire time to this 
activity. 


Many 25-Year Men 


Lewis U. Mechem, general agent at 
Bethesda, O., who operates through 
the Tice & Jeffers home office agency 
of the Midland Mutual Life, has 
been continuously with the Midland 
Mutual for 25 years and his agency has 
produced well each year. He has a son, 
Cecil Mechem, who is an agent for the 
same company at Mount Vernon, O. 
The company recently presented him 
with a 25-year service button and an 
engraved sales pack. 

The Midland began writing business 





Vice-president W. W. Klingman, presiding. 


July 2, 1906. At the home office the 
following officers have been with the 
company for more than 25 years: Dr. 
W. O. Thompson, chairman of the 
board; President Harry B. Arnold; 
Auditor John D. Rees; Cashier H. K 
Schaff and Assistant Secretary C. G. 
Barratt. 

The following field men have also 
served 25 years w:th the company: E 
P. Tice and H. P. Jeffers, partners in 
the firm of Tice & Jeffers, K. I. Dick- 
erson, Newark, O.; E. O. Mowrer, 
Akron, O.; D. T. Heiser, Greenfield, 0.; 
S. B. Garwood of Columbus and Mr. 
Mechem. Several additions will be made 
to the list of those serving the company 
continuously for the last 25 years 
within the next year or two. 


Explanation Is Made as to 
Indiana Official’s Ruling 


Commissioner Kidd of Indiana has 
made the following ruling: “Beginning 
Dec. 1, 1932, this department will re- 
quire that all life insurance contracts 
issued in Indiana meet in substance the 
following requirements: The _ policy 
shall become effective when, and only 
when, the first premium on it has been 
paid by the assured and it shall then 
become effective at the date of the pol- 
icy, providing the assured is in sound 
health on such date.” 

This ruling thas stirred considerable 
attention from home offices and the de- 
partment has had considerable corres- 
pondence explaining its position. The 
ruling especially affects industrial com- 
panies. The industrial policy contains 
the stipulation that the insured must be 
alive and in good health at the time the 
policy is delivered. Commissioner Kidd. 
under this ruling, makes the condition 
that if the company accepts the risk and 
receives premium therefor, the policy '5 
in force and effective from date of pol- 
icy, whether manually delivered or not, 
providing insured is in good health on 
date of policy. 


Olsen Returns to Milwaukee 


SAN FRANCISCO, Sept. 29.—Nor- 
man L. Olsen has resigned as manager 
of life, accident and health department 
of California Agencies, Inc., genera! 
agents for Continental Assurance 0! 
Chicago, and is returning to Milwaukee 
his former home where he will become 
general agent for the company. 
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Fear Permanent 
Effect of Loans 


Banking Aspects of Privilege Em- 
phasized in Depression—Public 
Interest Awakened 


CHICAGO EXAMPLE CITED 


Sentiment for Imposing Service Charge 
When Benefit Is Abused Is 
Being Expressed 


feeling in this 
policy 


There is a general 
country that the omnipresent 
loan problem is only a temporary con- 
dition due to unusual economic condi- 
tions, and that with returning prosperity 
policyholders in increasing numbers will 
pay their loans, conserve their cash 
values and go ahead on the old basis 
of the past. 

There are many indications, however, 
that experience of the last three years 
has made the insuring public policy 
loan-conscious; that there will be a 
permanent aftermath of the flood of 
emergency loans. 

Public Attitude Changed 


It is perhaps only reasonable for in- 
surance men to recognize this possi- 
bility, for in other classes of insurance 
the public has shown an increasing con- 
sciousness of certain benefits. In acci- 
dent and health lines and public liability 
one of the most troublesome problems 
is claims. In the old days the large 
majority of the public was content to 
look upon the premium as well spent, 
even though none of the hazards in- 
sured against came to pass. There has 
been a rapidly increasing trend widely 
felt that carriers were a handy port in 
time of financial stress, a place where 
emergency cash could be obtained with- 
out trouble. 

Some time ago a number of com- 
panies which rather made a bid for 
funds of the public on investment types 
of policies withdrew these forms be- 
cause they felt they were getting too 
far into the banking business. The ex- 
perience of the last three years, many 
insurance men now believe, has quite 
definitely put life insurance companies 
in the banking business and it is doubt- 
ful if they ever will be able entirely to 
regain their old more or less exclusive 
Status of insurers. 


Provide Investment Service 


The tendency now is becoming quite 
strong to look upon life companies as 
an unusually fine place to invest funds, 
passing all responsibilities for invest- 
ment over to the companies and obtain- 
ing a guaranteed return plus a nearly 
uniform surplus earning. The practice 
is old but its application on a wide scale 
m personal and business affairs is a 
product of the depression. 

Where heretofore it has been limited 
mostly to well-to-do individuals who 
bought short term endowment or single 
premium life or endowment forms, with 
the intention of leaving proceeds under 
the endowment contracts at interest 
with the companies at maturity in order 
to obtain the guaranteed income benefit 
and what after all was a handsome re- 
turn in comparison with that on most 
other investments, many businesses 
now, it is said authoritatively, are buy- 
ing short term endowments on the lives 
of executives for a number of reasons. 
Heretofore business has contented itself 
with the ordinary life policy which had 
the benefit of being the lowest cost 
permanent form obtainable. 


One advantage seen for businesses in ; 


buying a short term endowment is the 
Creation of “hidden assets.” In time of 





good business aie it quite often is 
advisable not to apportion all the profits 
in dividends, and the occasion often may 
arise where a lengthy explanation would 
be required by stockholders of officers 
and directors if this were not done. 
The hidden asset, however, in the cash 
value of short term endowment exactly 
meets the situation. It is readily obtain- 
able in case of emergency and otherwise 
remains concealed, showing an excellent 
return. 

Already use of a short term endow- 
ment as a form of banking connection, 
permitting quick loans without lengthy 
argument over collateral has been em- 
ployed. In Chicago there is a large 
contracting firm which is said to own a 
$350,000 short term endowment on one 
of its executives. This firm makes quite 
frequent loans on the policy and often 
repays within 30 days. The life com- 
pany in this instance is completely tak- 
ing the place of a banking connection, 
and in fact for the purposes of this 
contractor is far superior to a bank. 

In the contracting business the profit 
often may be represented by the dis- 
count on material for paying cash. The 
contracting firm is using its endowment 
policy as an emergency fund readily ob 
tainable for this purpose. 

This is by no means the only instance 
of the practice, as may be deduced from 
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the fact that a good many agencies 
throughout the country have reported 
tremendously increased average pre- 


miums in the last year or so, due to sale 
of higher premium forms. 

There are many individuals and busi- 
nesses who still have a great deal of 
money. The advantage of a banking 
connection which will approve a loan 
immediately, not for a month but for 
a year, at a guaranteed rate of interest, 
cannot be over-emphasized. Moreover, 
a life company does not demand repay- 
ment. It is satisfied with the interest. 
The term of the loan is long as com- 
pared with the grudging 30, 60 or 90 
days of the banker, and perhaps a ruth- 
less demand for cash at the end of the 
term. 

There is a growing sentiment toward 


segregation of loans into at least two 
types: Those of the old type, which 
after all are not so very troublesome, 


and second, the newer type of loan made 
under a banking status, for which it is 
coming to be believed a service charge 


should be made. There is after all a 
definite cost in preparation of loan 
papers, execution of draft, bookkeeping, 


etc. 

The life companies have been during 
the last three years pretty well projected 
into the banking business and there ap- 
pears doubt whether they will be able 





Program Is Now Complete 
for Commissioners’ Meet 


The program for the annual con- 
vention of the Insurance Commis- 
sioners at Dallas Oct. 17-20 is now 
complete. Only a few changes 
have been made since the tenta- 
tive program was announced by 
Secretary Jess G. Read last week. 
Commissioner Sam B. King of 
South Carolina will discuss the 
paper, “Are Market Values and 
Liquidation Values Always the 
Same?” to be given by Commis- 
sioner John C. Kidd of Indiana, 
instead of Commissioner Theodore 
Thulemeyer of Wyoming. An 
added entertainment attraction 
will be a cruise on the Gulf of 
Mexico on the United States bat- 
tleship Saranac Wednesday after- 
noon. 














to withdraw very far from their present 

situation. As this is the case, it is 
urged, they are entitled to a service 
charge where the cash value is used 
frequently das a banking accommoda- 
tion. 
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ORGANIZED SELLING METHODS 


SOLVE the prospecting, presentation and 
self-direction PROBLEMS of the Newcomer 
‘Man on the Street. 
proven methods of successful salesmen using the 


plan are immediately available to him. 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 
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Agency Building Declared 
Highly Important Function 


—_— 


SURFACE BARELY SCRATCHED 


Modern’ Responsibilities of General 
Agent Discussed by Continental 
Assurance Man at Club Meet 


Talks by company officials at the gen- 
eral agents: and managers association 
meeting preteding the regular One- 
Two-O club convention of the Conti- 
nental Assurance in Chicago were highly 
constructive. G. F. Claypool, executive 
vice-president, said the surface in life 
insurance barely has been scratched. It 
has been a field badly neglected and 
offers probably the greatest opportunity 
to build. Life insurance selling of the 
future will call for much more service; 
life insurance sold for a purpose. 


Definite Objective Needed 


There must be a definite objective and 
a plan. The general agent must be pre- 
pared to help his agents work these 
problems out. A general agent today, 
he said, should know how to sell life 
insurance. They should be personal pro- 





ducers and if possible should lead their 
agencies in this respect. 
They should know the kind of busi- 
ness best suited to themselves and their 
agents, should have definite programs 
for selling men into the business, pro- 
vide short training courses permitting 
men to learn while earning, a definite 
program for keeping men interested in 
the business and a definite building pro- 
gram based on analysis to determine 
how many men they are equipped to 
handle. He said many general agents 
have been ruined by over-expanding. 


Recommends 30-day Contests 


H. P. Aiken, superintendent of agents, 
said more agencies have been ruined as 
a result of inefficient agency manage- 
ment than inefficient home office man- 
agement. D. Miley Phipps, director of 
field service, urged two general princi- 
ples in increasing business, motivation 
of agents, and improvement of their 
technique. He cited one company which 
canceled 52 percent of its agency con- 
tracts yet lost only 5 percent of its vol- 
ume. Contests are essential, he said. 
One Continental agency has found the 
30-day contest the best and three to five 
of these are held each year, usually 
based on a team idea. Well over half 
of this agency’s business this year has 
been written in the three months in 
which contests were held. Production 





RELIANCE LIFE 
Maintains 36 Branch Offices 
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IDAHO } ~ 
‘ 


’ ; 
COLORADO} KANSAS 


Location of Reliance Branch Offices. 


The reason for more intimate, intelligent 
and comprehensive service 


A Nation-wide network of thirty-six Branch Offices—each a 
Home Office in miniature—is maintained by the Reliance Life 
to facilitate the administration of the Company’s business. 
Complete records of all business transacted in the territory 
serviced by the office are maintained in each. Valuable serv- 
ice is rendered the Reliance Underwriter and his clients by 
the Branch Office Staff—salaried Home Office Representatives 
—in expediting the issue of policies, reinstatement of lapsed 
insurance, payment of accident, health and death claims and 


in many other ways. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 
FARMERS BANK BUILDING, PITTSBURGH, PA. 


wyoming | DAKOTA 3.....--- 


in the month following a contest is gen- 
erally good. 

Mr. Phipps said personal talks with 
agents are valuable in motivating them. 
Personal mention in agency bulletins, 
regular meetings and definite prospect- 
ing plans are essential. Mr. Phipps be- 
lieves every agency today must provide 
its men prepared canvasses. He said 
life insurance men are prone to recog- 
nize the differences in_ individuality 
among the public and not to see the 
essential points of similarity. Individ- 
ualism cannot be pressed too far without 
losing something essential in the sales 
talk. One should assume the people he 
meets will be more alike than they are 
different. 


Gives Reasons for Lapsation 


Vice-President L. L. Johnson pointed 
to the record of $16,000,000,000 written 
last year and $15,000,000,000 lapsed, as 
indicating something radical must be 
done. He said policies lapse because the 
policyholder cannot pay the premium or 
agents of other companies have been 
active, or for oversight, or because the 
policyholders want to do something else 
with their money. Only the first cause 
is unpreventable. 

He pointed out even the policyholder 
who says sincerely that he cannot pay 
‘the premium could carry $2,000 insur- 
ance if he would cut out the piece of pie 
at lunch. The company has many serv- 
ices in preventing lapses, such as pre- 
mium extension notes, premium lien 
notes, premium loans, policy loan insur- 
ance, issuance on another plan, change 
to lower premium plan, change of pre- 
mium due date, cutting down amount of 
insurance, etc. 

He said the yeoman service in holding 
insurance will always be the agent’s job. 
Policyholders should be seen twice a 
year and at least once a year they 
should be asked for the name of another 
prospect. Cover should be given for the 
client’s needs, not for what he wants. 
“What a nightmare the last two years 
would have been if all life insurance had 
been on the term basis,” Mr. Johnson 
said. 

Assistant Secretary B. C. Markle, in 
charge of the group department, told of 
its growth since it was started two years 
ago. Now about the $18,500,000 group 
is on the books. He said the Conti- 
nental is not discontinuing its disability 
clause on group insurance. 

Mr. Claypool presided in the morning 
general session with E. L. Grant of R. 
W. Hyman & Co., president of the 1933 
club. 

Superintendent Aiken urged that there 


and an agent is doomed to failure unjes, 
he uses every means at his disposal. 

R. W. Somers, Chicago general agen; 
spoke on the collateral benefits of grow, 
insurance. It helps develop other lines 
He said if an agent can develop goo, 
group business, his regular insurance 
will take care of itself. 

Four talks on most effective gal 
plans were made in the afternoon. E, ¢ 
Adams, general agent at Washingtoy 
D. C., the Continental’s largest gener.) 
agency, held that an agent should per. 
mit his prospects to do the talking ang 
sell themselves. Every possibility shoy\q 
be exhausted in the interview. He fing; 
the presentation of “bargains” is effec. 
tive. He uses definite leads and fre 
approach. 

Four Agents Give Ideas 


M. N. Killian, general agent in Cap. 
ton, O., plans his calls at night, routes 
his calls definitely and stops a block 
away from his prospect to review the 
case before going to the interview. He 
gets along without a rate book. Fp. 
thusiasm is the thing that wins baseball 
games and everything else, he said. Mr. 
Grant gave his method of asking his 
prospect a number of leading questions 
to obtain necessary information to show 
needs. H. C. Blakeslee of Cleveland 
spoke on the salary investment plan. 

The banquet was held the second eve- 
ning. There was a final session the 
morning of the third day, Superinten- 
dent Aiken presiding. Roy Tuchbreiter, 
vice-president, spoke on “Life Oppor- 
tunities for Casualty Men;” Luther 
Moor, general agent, Dayton, O., on 
“Selling Financial Independence;” Vice- 
President Johnson on “The Service of 
Life Insurance,” and Vice-President 
Claypool closed the convention. 


Two Life Men on Mortgage 
Bankers Association Card 


R. Graeme Smith, assistant secretary 
of the Connecticut General, is scheduled 
to address the annual convention of the 
Mortgage Bankers Association in Niag- 
ara Falls, N. Y., Oct. 11. He will speak 
on “Foreclosed Real Estate Problems 
as Viewed from the Home Office Stand- 
point.” Another life insurance speaker 
on that occasion will be Deane W. 
Trick of the Bankers Life of Iowa, who 
will review the difficulties encountered 
by life insurance companies in their ef- 
fort to avoid taking over farms through 
foreclosure. The title of his address is 





is money in by-products of life insurance 


“The Unwilling Farmer.” 








To Speak at Legal Meeting 








P. M. ESTES, Nashville, Tenn. 


the Occidental Life of Raleigh, N. C. 





LAURENCE F. LEE, Raleigh, N. ©. 


At the meeting of the Legal Section of the American Life Convention in 
Toronto next week two of the main speakers will be General Counsel P. M. 
Estes of the Life & Casualty of Nashville and President Laurence F. Lee of 
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Policy Loan Situation Is 
Improving to Some Extent 





CHANGE FOR BETTER SEEN 





Companies Hope the Improvement Is 
Indicative of a Genuine Easement 
in This Direction 





NEW YORK, Sept. 29—The im- 
provement in the policy loan situation 
appears to be continuing this month, so 
far as companies in the east are con- 
cerned, in line with the experience of 
many companies for the previous two 
months, indicating that change for the 
better is a genuine trend rather than a 
temporary fluctuation. 

Basing its figures on requests up to 
the end of August, the New York Life 
recently reported that demands for pol- 
icy loans had fallen off about 21 per- 
cent, by volume, a figure which is very 
close to that of other representative 
companies. In general the actual num- 
ber of requests has not fallen off so 
sharply, as loans are for smaller aver- 
age amounts. 

The easing in the demand for policy 
loans is gratifying not only because of 
its significance from the conservation 
angle, but because it allows companies 
to invest in securities other than policy 
loans. Many companies have been put- 
ting practically all their funds avail- 
able for investment into policy loans. 

If the demand for loans continues to 
decline it will allow investment in 
bonds, some of which are available on 
an extremely attractive earning basis. 
With the bond market in its present 
condition life companies purchase bonds 
to yield more than mortgages. This is 
due to the fact that there is a legally 
specified maximum interest rate on 
mortgages, while the yield on bonds 
may be considerably greater than this 
if they are bought at a sufficient dis- 
count. 


Retirement Income Policy 





Some of the Features of the New Con- 
tract Gotten Out by 
Prudential 





The Prudential’s new retirement in- 
come policy, recently announced, is sold 
in units of $100 of yearly premium, the 
income beginning at age 50, 55, 60, 65 or 
70, as the insured elects at the time the 
policy is issued. However, there is a 
provision so that if the policyholder de- 
sires to begin drawing income at an 
earlier age than that specified in the 
contract he can use the cash value to 
purchase any one of the company’s 
various single premium annuities. 

If death occurs prior to maturity of 
the contract, the beneficiary will receive 
the amount paid in or the cash value, 
whichever is greater. If the annuitant 
dies after payments have begun the 
beneficiary will receive the difference 
between the cash value at maturity and 
the amount the- annuitant has received. 
At age 35 a contract to mature at age 
55 would pay $100 a year to receive 
a monthly income of $15.43 after ma- 
turity, with an increasingly higher re- 
turn for higher maturity ages. 





National Life of Vermont 
Shows Decrease in Loans 





MONTPELIER, VT., Sept. 29.—The 
experiences of life companies with re- 
spect to policy loans is showing a dis- 
tinct improvement. The National Life 
of Montpelier, doing business in 39 
States, reports exactly the same percent- 
age of Improvement as did the New 
York Life last week. Measured by the 
first six months, the cash outgo for 
Policy loans made by the National Life 





during July and August decreased 21 
percent. Measured by the peak month 
of policy loans, the loans made during 
July and August show a reduction of 
32 percent in volume, barely a 2 percent 
greater improvement than the New 
York Life. There is thought to be very 
trustworthy evidence that the demand 
for policy loans is constantly diminish- 
ing and will continue to do so now that 
conditions generally are showing some 
improvement. 


President C. C. Thompson 
to Visit a Number of Cities 





C. C. Thompson of Seattle, manager 
of the Metropolitan Life, and president 
of the National Association of Life 
Underwriters, will be at the American 
Life Convention in Toronto next week 
to convey the greetings of his organiza- 
tion. From there he will go to New 
York, getting in touch with National 
headquarters. He will make addresses 
before a number of local associations. 
He will be in Chicago at the time of 
the Life Agency Officers Association 
convention and will then go on a tour 
among local associations, returning to 
New York in December to be present 
at the annual meeting of the Associa- 





tion of Life Insurance Presidents. 
Managing Director Roger B. Hull of 
the National association will go to 
Toronto to meet President Thompson 
there. He will then go to the middle 
west where he will speak before a num- 
ber of associations. 


Equitable Life Conference 


The educational conference of the 
western department of the Equitable 
Life of New York will be held at Coro- 
nado, Cal., Oct. 3-5 with Messrs. Park- 
inson, Klingman, Graham and Parsons 
from the home office as the principal 
speakers. 


Actuarial Club to Meet 


The Chicago Actuarial Club will hold 
its first fall meeting Oct. 6 at Medinah 
Athletic Club. The topic for discus- 
sion will be: “Some problems to con- 
sider in taking over the business of an 
impaired company.” Everything said at 
the meeting on this subject will be held 
strictly confidential. 


Dallas Company Reinsured 


The Guaranty Trust Mutual Life of 
Dallas, Tex., has been reinsured by the 
Republic Life of Dallas. The Republic 
Life recently purchased for its home 


The Fieldman— 


the final factor 7 


Business in force 


over $600,000,000 





office the Medical-Dental building in 


Oak Cliff. 


Five Days a Week Basis 


The Metropolitan Life home office 
will continue indefinitely on a five-day 
week basis, President Ecker has an- 
nounced. For some time past the com- 
pany has been running on a five-day 
schedule in the summertime, but this 
marks its first extension of the custom 
into the balance of the year. The com- 
pany may go back to the five-and-one- 
half day schedule if at any time it 
should be deemed advisable, it is stated. 


Home Loan Bank Director 


President Arthur F. Hall of the Lin- 
coln National Life has been named as 
a director of the Federal Home Loan 
Bank for the sixth district bank at In- 
dianapolis to serve Indiana and Mich- 
igan. There are nine directors and the 
bank will have a minimum capital of 
$8,000,000. 


Lemon with Acacia 


H. B. Lemon, formerly assistant in 
the insurance department of the United 
States Chamber of Commerce, has 
joined the Acacia Mutual Life in policy- 
holders service work. 


One by one the oldtime barriers of sales resistance to life 
insurance are falling under the pressure of aggressive 
advertising, organized publicity and, above all, the 
revelation of the stability of life insurance in a disordered 


world. 


Favorable as these factors are the equipment and effi- 
ciency of the salesman still forms the decisive element 


that converts the appreciation of life insurance into 


actual sales. 


This Company offers to its fieldmen a highly organized 
service, comprising an Agents’ Selling Course, direct 


mail canvass, co-operative advertising plan and many 
other features design to assist them in their work. 
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Compare These 
Participating Rates! 


| 
A Few of Our Participating 
Policies with Rates per 
$1,000 at Age 35. 


Endowment at Age 85............ 


Economic Protector (Low Cost 
Whole Life) 


The Pure Protector (Low Cost Whole 
Life with Adjustable Options). 16.58 


Preferred Modified Whole Life.... 19.70 
Family Income, 20 Year Plan 27.31 
Endowment at Age 65..... 

Retirement Income at Age 60 43.03 
Retirement Income at Age 65..... 32.70 
Twenty Year Endowment 

Twenty Payment Life 

Thirty Payment Life 

Paid Up at Age 60 

Yearly Renewable Term 


Also Attractive Annuities 
and Juvenile Policies 


A Real Opportunity in Twenty-Six States for 
Live Men with an Aggressive Organization 


Write F..A. Hicks, Superintendent of Agents, 
for Details of Our Liberal Agency Contracts 


GUARANTEE MUTUAL 
LIFE COMPANY 


A Mutual Legal Reserve Life Insurance Company 


Omaha, Nebr. 


ORGANIZED 1901 











Ashton Is Head of 
Management Body 


(CONTINUED FROM PAGE 3) 


symbol of knowledge, experience and 
potential ability.” The plan was de- 
signed to make available a course which 
will (1) improve the opportunity for ad- 
vancement of the employe, (2) create in 
the employe a potential value which will 
be available as the company’s business 
expands, (3) give the employe a knowl- 
edge of the economic function of his 
company, and make him understand the 
necessity for the high standards of his 
work, and (4) give the employe breadth 
of outlook through increased knowl- 
edge. 

The course, which will be open to both 
male and female employes, will be di- 
vided into three s ections—principles of 
life insurance, advanced life insurance 
and a graduate course which will make 
the student a specialist in a particular 
field. 

Second was the report of the salary 
survey committee, by C. M. Taylor, as- 
sistant secretary, Provident Mutual Life. 
This report came after a two year study 
by the committee and revealed that life 
insurance home office employes were 
paid less than similar workers in other 
lines of industry. It brought out the 
fact that life companies did not need to 
institute salary cuts as the employes 
were already paid below the standard 
scale. In closing, Mr. Taylor said that 
facts presented by the committee fore- 
stalled salary cuts where none was 
needed. 

Luncheon at Provident Mutual 


The‘ 200 delegates were guests of the 
Provident Mutual Life at a luncheon at 
its home office. Speakers at the lunch- 
eon were Walter Le Mar Talbot, presi- 
dent Fidelity Mutual, and ‘M. A. Linton, 
President Provident Mutual. Mr. Tal- 
bot remarked that the association was 
discussing questions on which all the 
companies are giving much thought. He 
said the problems of home office man- 
agement are greater in life insurance 
than in any other business. He pointed 
out that changes since 1929 brought the 
need to scrutinize management costs 
and that unless the companies give the 
policyholders service in holding down 
those costs, they cannot hhope to keep 
the confidence of the public. “Your re- 
ports,” he said, “offer a check on expen- 
sive experiments in management.” 

In a brief extemporaneous talk, Mr. 
Linton pointed out that approximately 
$200,000,000 a year was being spent 
under the direction of management and 
that if the association could effect a 10 
percent saving, it would mean a sav- 
ing to the companies of $20,000,000 a 
year. 
The outstanding report was that on 
persistency of policies with loans by 
M. Terrill, vice-president Phoenix 
Mutual. Taking the experience of 13 
companies over a 10-year period, the 
survey showed that the lapsation under 
policies where the loans were made 
solely for the purpose of paying pre- 
miums was 67 percent as compared with 
47 percent under policies where the in- 
sured borrowed and received cash. It 
also showed that policies over 15 years 
in force under which loans were made 
had only a 29 percent lapse ratio over 
the period with the biggest percentage 
of lapses coming under policies where 
loans are made in the second to fifth 
policy years. 


Nashville Veteran Dies 


P. T. Throop, age 77, associate gen- 
eral agent of the New England Mutual 
Life at Nashville, died last Sunday 
morning at his home following a heart 
attack. He had been in failing health 
for more than a year. Suffering a heart 
attack last April, he had rallied and ap- 
parently was in fairly good health until 
last Thursday, when he suffered a sec- 
ond attack. 

Mr. Throop had been continuously 
in the life business for nearly 50 years 





and bore the honored distinction g 
being dean of insurance men of Te. 
nessee. Born in Carlysle, Ky. in 195, 
he began teaching school while finig,’ 
ing his education at Kentucky Milita, 
Institute at Lexington. He later \y. 
came superintendent of schools of Flem. 
ing county. Returning to Carlysle, jy 
took up the practice of law. It wa 
during this second period at Carlys) 
that he became interested in life ingyy. 
ance. 
In May, 1887, he first went to Nash. 
ville to be an agent of the Equitab) 
Life. In 1889, he formed the partner. 
ship of Throop & Eastman, as genera| 
agents of the Northwestern Mutual, , 
connection that lasted for 40 years. Foy 
years ago he formed a partnership wit} 
7. L. and K. M. Throop, his sons 
under the name of P. T. Throop & 
Sons. This firm represented the No. 
tional Life of Vermont. About a year 
ago, in honor of his preeminent pos- 
tion in the life insurance field of Nash. 
ville, Mr. Throop was made associate 
general agent of the New England Mv. 
tual Life of Boston, his associate 
being D. G. Brandon. 


Observations Made on 
Some Current Problems 


(CONTINUED FROM PAGE 3) 


city mortgages, to railroad bonds, to 
utility bonds, etc., have found that there 
should be a much wider spread. Men 
with great sagacity in financial affairs 
have been wrong in their judgment. It 
has been found out that no one is an 
accurate prophet. The only safety lies 
in diversification. Furthermore it has 
been proved that there is danger in put- 
ting too many eggs in one basket where 
a single concern is involved. For ex- 
ample, companies have invested too 
heavily in the bonds of a single rail. 
road. They have gone too far in buy- 
ing the securities of a single utility 
group. 

There is a general cry over the land 
for insurance commissioners clamping 
down the lid on speculative life insur- 
ance enterprises and those that are get- 
ting into the business for purely com- 
mercial and mercenary reasons. As one 
official put it, from now on there will 
be far greater responsibility on the state 
commissioners. There have been too 
many revelations that have brought to 
light extravagance, juggling of assets, 
substitution of poor securities for good 
ones, manhandling and in some cases 
downright dishonesty. Company offi- 
cials declare that the state insurance 
commissioners pretty well know when 
a speculative or mercenary management 
is starting. That is the time, they con- 
tend, for the state to do its work. The 
life insurance failures could have been 
foretold two or three years ago. The) 
are the companies that have been weak- 
ened by buccaneers. Not only have 
policyholders been crucified but agents 
have also been ground between the 
wheels after years of constant and con- 
scientious service. The attitude of a 
company management towards its re- 
sponsibility and the business itself has 
to be considered. 


Meeting Dates Set 


The Medical Section of the American 
Life Convention will hold its 1933 a- 
nual meeting in Chicago June 6-8. The 
Health & Accident Underwriters Con- 
ference will hold its annual meeting 0 
that city the same week, its dates being 
June 7-9, so that it will be possible for 
officials of companies writing both life 
and accident and health business to 4t- 
tend some of the sessions of both con- 
ventions, as was the case at the meeting 
in Washington, D. C., last year. 

It is considered probable that the 
American Institute of Actuaries wil! also 
hold its annual meeting in Chicago that 
week, although the dates have not been 
finally set and probably will not be until 
the fall meeting of the institute, which 
will be held at the Edgewater Beach 
hotel, Chicago, Nov. 3-4. 
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Linton Hopeful in 
Business Review 





(CONTINUED FROM PAGE 1) 


predicted that the truck traffic will soon 
be on the defensive and railroads will 
be able to further extend their facili- 
ties and increase their operating reve- 
wvcAnother element,” said Mr. Linton, 
“in the growing confidence is the im- 
provement in conditions abroad. It was 
in that quarter that last year’s finan- 
cial hurricane originated.” He further 
stressed the necessity for a better inter- 
national understanding in matters of 
foreign trade. 

Mr. Linton devoted some time to dis- 
cussing the world war debt. “We are 
dealing with economic laws, and in 
the end they will take precedence over 
man-made laws. The sensible thing is 
to seek a solution which will best pro- 
mote the return of prosperity. 


Provide Long Term Capital 


“Aside from general considerations is 
there anything in particular that we as 
life insurance men can do to help for- 
ward recovery? I believe there is. We 
can radiate the conviction that the ac- 
cumulation of life insurance reserves 
through the payment of premiums is a 
distinct help at the present stage in the 
economic cycle. We have already dis- 
cussed the need for an ample supply 
of long-term capital at reasonable rates. 
That is what the life insurance com- 
panies provide. Their reserves are in- 
vested in constructive enterprise on a 
long-time basis. They lend large sums 
on mortgages and they buy the bonds 
of public utilities and railroads. For 
some time their ability to invest in 
these fields has been greatly reduced by 
the demand for policy loans and cash 
surrender values. The time however is 
at hand when the companies should be 
in a position to invest more freely. The 
more money available in the field of 
long-term credits the easier will it be 
for industry to get the capital it needs 
for development and the sooner will re- 
covery take place. The mere strength- 
ening of the bond market will in itself 
help tremendously. 


Render Real Service 


“It is therefore clear that as life in- 
surance men we can render a real serv- 
ice by working for the payment of pre- 
miums on liie insurance. These pre- 
miums find their way into an important 
part of the economic machine. Life in- 
surance offers outstanding security and 
a fair teturn upon the investment after 
Providing its unique protection feature. 
The life underwriter can bring hoarded 
dollars back into productive channels. 
He can make it possible for small sums, 
that in the aggregate bulk large, to be 
put to work supplying the sinews of re- 
covery. These considerations are a 
challenge to him to proclaim his mes- 
Sage boldly throughout his community. 
It is a message that under present con- 
ditions is doubly constructive.” 





Change Essential 
in Loan Privilege 


(CONTINUED FROM VAGE 1) 


+ Pad to strengthen the structure of the 
; ip—tor that storm. The weather must 
“ taken with the ship as it is; changes 
_ be made long before the storm 
Its, 

Underlying Principles Correct 


He said the way life insurance has 
weathered the storm is not a tribute to 
the officers and agency forces of the 
Companies, but to the correct under- 
ying principles of the business and the 
faithfulness and loyalty with which suc- 
ceoding generations of insurance men 
nave lived up to it. “Any business in- 
a not based on correct princi- 
Pies, he said, “will come to grief in 





time of great stress. Conditions have 
not weakened the strong institutions, 
but merely have laid bare the imper- 
fections. Life insurance has been the 
bright spot in the depression; its under- 
lying soundness has been the outstand- 
ing demonstration and will go down in 


history. The faith of the people in this 
institution has been thoroughly mani- 
fested.” 


He said diversification of investments 
has been a grcat element of strength in 
life insurance. The ‘Continental long 
ago came to the decision that conserva- 
tism in investments was essential. In 
1928 and 1929 many persons considered 
life insurance caution as “moth-eaten.” 
He said if any mistakes were made in 
the investment policy, they were on the 
side of conservatism, and he was willing 
to be thus charged in times like the 
present. Only stockholders could lose 
from this policy. The cost to policy- 
holders does not depend on investment 
income. 

Mr. Behrens said as of June 30 the 


Continental's assets were made up as 
follows: Cash, 1.8 percent; U. S. gov- 
ernment securities, 5.8 percent; state, 


county and municipal bonds, 8.2 percent; 
a total cash or equivalent of 15.8 per- 


cent, and corporate securities, 24.1 per- 


cent; mortgages and real estate, 37.7 
percent; policy loans, 15.7 percent; all 
other admitted assets, 6.7 percent. The 


EDITION 





Continental's policy has been to meet 
all policy loan demands on the date ap- 
plications are received. These have 
been financed out of current income. 
The Continental, he said, owes the Re- 
construction Finance Corporation noth- 
ing and has not sacrificed any securi- 
ties. The sum total of defaulted bonds 
is two blocks of Cook county (IIl.) for- 
est preserve, totaling $25,000, with loss 
of $1,800 interest a year, and the only 
speculative stocks owned are 100 shares 
of A. T. & T. and 50 shares of a bank 
stock. He said the Continental Cas- 
ualty, the running mate, is over 20 per- 
cent liquid. 

Mr. Behrens made the point that ex- 
cept for death no change has occurred 
in the Continental’s executive manage- 
ment in the 35 years of its existence. 
“Many of us made some extravagant 
promises in the early days, which would 
not five minutes later on analysis stand 
the light of reason,” he said. “No matter 
how flowery and over-optimistic these 
statements were, during the last year 
the actual accomplishments of life insur- 
ance have far exceeded them.” 

He said one cannot escape the logical 
sequence that if life insurance proved 
itself of supreme importance in the pres- 
ent time of economic emergency, it is 
of great importance also in normal 
times. 














Questionnaire Shows What 
Interests the Policyholder 


(CONTINUED FROM PAGE 2) 
replies checking this question is signifi- 
cant in that it adds substantiation to the 
belief that people are more and more 
turning to life insurance to solve their 
old age problems. 

“(2) With the yearly increase in ac- 
cidents, largely due to the great num- 
ber of automobiles in operation in this 
country, people are getting a clearer pic- 





ture of the importance of providing 
against the disastrous effects of acci- 
dents and prolonged illness. 

“(3) It is apparent that a relatively 


large proportion of policyholders do not 
know that life insurance can be used to 
absolutely guarantee the funds neces- 
sary to send their children through col- 
lege, notwithstanding the great lengths 
that life companies have gone in an ef- 
fort to popularize that use of life in- 
surance. 

“(4) There is great need for a very 
thorough explanation of just what a pol- 
icy will do for the policyholder and his 
beneficiaries when the policy is placed. 
This is indicated by the number of per- 
sons who sought information concern- 
ing the application of Settlement Option 
2 in administering policy proceeds.” 








New speed, improved service invariably win 
public claim. 


Modern people value speed, service, efficiency 
always, even from institutions with which they 


do business. 


Ability to answer public demand, to give serv- 
ice in accord with the wishes of the most critic- 
al, is evidence of Continental DURABILITY. 
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Life Insurance Fundamental 


As was pointed out by a Chicago gen- sight of. 


eral agent in a recent issue of THE 
NATIONAL UNDERWRITER, the trend in life 
insurance has been to sell investment 
policies, retirement funds and the like. 
This is all very valuable indeed. We 
must not overlook the investment value 
of life insurance. That has been the 
salvation of the people during the last 
few years when all other investments 
declined in value and securities shrank 
in every direction. Millions of people 
today would be glad if they had placed 
their money in life insurance instead 
of stocks and bonds. Regardless of the 
advice of those who seek to minimize 
the investment side of life insurance, it 
has a tremendously valuable function in 
that respect. 

However, primarily life insurance was 
devised for protection purposes. Dur- 
ing the years in the immediate past, 
agents to an extent had overlooked the 
argument of protection because other 
investments were so much stronger in 
their current appeal. People have lost 
so much in their other investments that 
they were groping for something that 
was secure and sound. After all, the in- 
ducements that lead men to buy insur- 
ance are based on protection. That 
fundamental principle sheuld not be lost 


The Egurraste Lire of New 
York in commenting on this very ques- 
tion said: 

“Protection is our best selling point. 
In the first place it gives the insured a 
definite reason for which to keep his 
policy, whether it is to protect his wife 
from having to leave the children for 
a job or to protect his retirement days 
against joyless leisure. 

“The same reason that made him buy 
the policy will influence him to keep it. 
A man who buys purely for investment 
purposes is very likely to terminate his 
contract when a more attractive invest- 
ment presents itself. And dropping a 
policy, even though it be an extra one, 
tends to alter the insured’s respect for 
a life insurance contract; dropping one, 
he may be tempted to drop another. 
The underwriter loses out on his re- 
newal commissions and perhaps on a 
client. 

“Life insurance today enjoys an en- 
viable position. It has maintained such 
a status because its main service of pro- 
tection has enlisted the sympathetic and 
intelligent cooperation of its adminis- 
trators, field force and policyholders. It 
will continue to hold that same position 
as long as it adheres to its original 
function.” 


Are Doing Some House Cleaning 


Avmost all companies are taking ad- 
vantage of the business situation to ac- 
complish much in their own organization. 
In every general office time has developed 
certain inconsistencies and perhaps injus- 
tices. Some contracts are out that are not 
justified. Some salaries are too high. 
There is duplication of work. There is 
extravagance here and there in buying. 
There is waste found which should be 
stopped. This period has given company 


managements the opportunity to take an 
inventory of their own internal situation. 
A great deal of dead wood has been cut 
out. A number of barnacles have been re- 
moved. Companies are demanding greater 
efficiency in their staff. The man soldier- 
ing on the job or the one seeking to get 
by with the least amount of work is no 
longer tolerated. If hard times do nothing 
else they afford an opportunity for some 
housecleaning. 


Mrs. Marie Anderson, wife of T. Loyal 
Anderson, assistant secretary of the 
Federal Life of Chicago in charge of 
accident and health claims, is recovering 
at St. Luke’s hospital in ‘Chicago from 
an operation. 


Arthur Coburn, vice-president of the 
North American Reassurance, has been 
seriously ill for the past few weeks in 
the White Plains, N. Y., hospital with 
appendicitis. He is now out of danger 
and well on the way towards complete 
recovery. 


Heber J. Grant, president and founder 
of the Heber J. Grant general agency of 
Salt Lake City and the Utah Home Fire 
and president of the Beneficial Life, is 
in the Presbyterian Hospital, Chicago, 
for an operation. Mr. Grant is in his 
76th year and has been prominently 
identified with insurance in Salt Lake 
City and the intermountain territory for 
more than half a century. 

Two well known Oklahoma City in- 
surance families were united Sept. 23 
through the marriage of Miss Geraldine 
Monroe to Harold C. Thurman. Miss 
Monroe is the daughter of G. N. Mon- 
roe, manager at Oklahoma City for the 
Jefferson Standard, while Mr. Thurman 
is the son of Hal Thurman, well known 
insurance attorney there. Mr. Thurman 
is a member of his father’s law firm. 


Dr. E. G. Simmons, vice-president 
and general manager Pan-American 
Life, is combining his trip to the Amer- 
ican Life Convention with an extensive 
tour of agencies. He is motoring to 
Toronto, the convention city, accom- 
panied by Mrs. Simmons, via Mobile, 
Montgomery, Birmingham, Nashville, 
Louisville, Cincinnati and Pittsburgh, 
where he will make brief stops. 


W. Howard Cox, president of the Un- 
ion Central Life, has been in Atlanta 
for a brief vacation. He was the guest 
of honor at the monthly meeting of the 
Atlanta Life Underwriters Association 
and spoke briefly. He has been display- 
ing his prowess as a trap shooter, his 
first score at the southern amateur trap 
shooting championship being 92 out of 
the first 100, and also playing a little 
golf. 

The American Life Convention was 

represented at the funeral of C. W. Gold 
by four executives, appointed by Presi- 
dent John M. Laird. They were: Julian 
Price, president of the Jefferson Stand- 
ard Life: George A. Grimsley, chair- 
man of the Security Life & Trust of 
Winston-Salem; Laurence F. Lee, pres- 
ident of the Occidental Life of Raleigh, 
and C. O. Milford, president of the 
Southeastern Life of Greenville, S. C. 
Mr. Gold, who was president of the 
Pilot Life and former president of the 
American Life Convention, was killed 
in a hunting accident. 
Judge Byron K. Elliott, manager of 
the American Life Convention, pre- 
pared a tribute to Mr. Gold, imme- 
diately upon learning of his death, and 
this was sent to all members of the 
convention. “With a genial and lov- 
able personality,” Judge Elliott wrote, 
“Mr. Gold held the affection and friend- 
ship of insurance men in many parts 
of the United States. His service to 
the institution of life insurance over 
many years constitutes a lasting con- 
tribution which will not be soon for- 
gotten. His sudden death brings sor- 
row and sadness to the men who have 
worked with him and the American 
Life Convention.” 


Rules should be made of tough rub- 
ber—to stretch under pressure of ex- 
ceptions, but to snap back into shape as 
soon as the pressure of the exception 





is released. 


Ohio Insurance Men mite 


Back Sawyer’s Candidacy 











CHARLES SAWYER 


A movement is on foot among Ohio 
insurance men to get behind Charles 
Sawyer of Cincinnati, candidate for lieu- 
tenant governor on the Democratic 
ticket, on the theory that as an insur- 
ance man he would have a full under- 
standing of any insurance matters that 
would come up before the legislature or 
the administration. Although Mr. Saw- 
yer is a Democrat, his campaign in in- 
surance circles is on a non-partisan 
basis. 

Mr. Sawyer is a member of the legal 
firm of Dinsmore, Shohl & Sawyer, gen- 
eral counsel of the Union Central Life. 
He is also a director and chairman of 
the finance committee of that company. 
He has been prominent in its manage- 
ment of late years and among other 
things effected a voting trust of the 
company’s stock, thus stabilizing the 
management. He is a keen student of 
insurance subjects on both the insur- 
ance and the investment side and has 
had direct charge of the company’s in- 
vestments. 

Mr. Sawyer was nominated for mayor 
in 1915, although then only 28 years 
old. In 1930 he reappeared in politics 
as a candidate for Congress and staged 
one of the closest races ever seen in his 
district. 


Inheritance Tax $21,000,000 
Against Dorrance Estate 








One of the largest inheritance taxes 
ever assessed in this country, the $21,- 
000,000 against the estate of Dr. J. T. 
Dorrance, founder of the Campbell Soup 
Co., was upheld by the Pennsylvania 
supreme court, which this week ruled 
the state is entitled to collect this sum. 
The Dorrance estate was valued vat- 
iously at $112,000,000 to $200,000,000. 
The court decision is based on a $115,- 
000,000 valuation. The case turned on 
the place of residence, the executor 
contending this was New Jersey. The 
court found Dorrance was a resident 
of Radnor, Pa., at the time of his death 
in Burlington County, N. J. A large 


federal estate tax also is involved. 


Conservation Association to Meet 


The Life Insurance Conservation As 
sociation of Canada will hold its first 
fall meeting early in October, with 
“Prevention of Surrenders” as the topic 
for discussion. 
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NEWS OF THE COMPANIES 
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New York Life Shows Gain ' Greenfield, chairman of the company, 





Featares in the Financial Report of 
the Company at End of Nine 
Months 





The New York Life reports that its 
ledger assets as of Oct. 1 show a gain 
of $50,192,179 during the first seven 
months. It has not had to borrow any 
money to meet its obligations nor has 
it had to sell any securities for the pur- 
pose of raising funds. Its cash income 
has been sufficient to meet all obliga- 
tions, to make new investments and to 
have a large bank balance on hand. Its 
payments to policyholders the first 
seven months amounted to $143,850,794. 
Its assets as of Aug. 1 were divided as 
follows: 


Percent 
of Total 
Ledger 
Assets 
Bonds owned (including U. S. gov- 
ernment bonds. amounting to 
DED. 6065004000 0040eedue 40.3 
Preferred and guaranteed stocks. 4.2 
Bond and mortgage loans, city 
DPD 6nn60090660 000 veeeces 22.4 
Residential properties ........... 6.0 
DT, 6<0656408640068N 000 068 1.3 
EY WOUND ccc cccecccccccccnsses 21.9 
DC -<adbeneddeeecedbauente 2.4 
GED. 6 k0 6.266000 00808060 0600000 09 1.5 


Comment by the Company 


The company says: “There are many 
signs indicating an improvement in gen- 
eral business. One such sign is the 
decrease in the number of applications 
for policy loans and a very substantial 
decrease in the aggregate amount of 
loans applied for. Measured by the first 
six months of 1932 the cash outgo for 
policy loans decreased during July and 
August 21 percent. Measured by the 
peak month during the first six months 
of the year the cash loans made during 
July and August show a reduction of 
30 percent in volume. There has also 
been a substantial increase in the num- 
ber of policy loans repaid in whole or 
in part. The company’s liquid cash 
position is strong—in fact stronger than 
ever before in all its 87 years of opera- 
tion. The first seven months of 1932 
new paid for business has averaged just 
under $2,000,000 for each working day 
while 44 companies having 82 percent 
of the total business in force report a 
decrease the first eight months in ordin- 
ary new business of 17.7 percent, our 
company’s decrease during the same 
period was 16.1 percent.” 


Union Central Files Suits 
to Prevent Tax Collection 








The Union Central Life has filed two 
suits in common pleas court in Cincin- 
nati, seeking to prevent the collection 
of $62,126 in taxes assessed against its 
capital and surplus. 

One seeks to enjoin County Treas- 
urer Edgar Friedlander from making 
the collection and the other, in the form 
of error proceedings against the state 
tax commission and County Recorder 
Robert Heuck, seeks to reverse and va- 
cate the tax commission’s order 
making the assessment. 

he company contends that an 
amended assessment fixes its capital and 
surplus at $12,425,242 for tax purposes, 
subject to a five-mill tax. It charges 
that this includes $1,378,571 in assets 
which Should have not been included. 
It Says it owns real estate valued at 
$593,189 in 27 other counties of the 
State, and that despite the fact this prop- 
erty is taxed in the respective counties 
it is taxed again in this assessment. 


No Interest in Shenandoah 


Maurice L Wurzel i 
‘ » president of the 
ponkers Bond & Mortgage Co. of 
ladelphia, states that neither A. M. 





nor any of his associates have any in- 
terest in the acquisition of the Shenan- 
doah Life. Mr. Greenfield and several 
men connected with him, including Mr. 
Wurzel, are members of the board of 
the Kentucky Home Life oi Louisville. 
Julius H. Barnes and Frank Cohen of 
New York are on the Kentucky Home 
Life board and they are the purchasers 
of the Shenandoah Life. 


Protective Group to Check 
on Mississippi Valley Life 








ST. LOUIS, Sept. 29—A _ group 
of stockholders and policyholders of 
the defunct Mississippi Valley Life, 
which is now being liquidated, have 
formed a protective committee and 
at a meeting here last week passed a 
resolution urging Circuit Attorney 
Franklin Miller of St. Louis to investi- 
gate the affairs of the company. Mrs. 
Elizabeth Aszmann, Chester, IIl., re- 
cently chosen president of the protective 
committee; E. M. Rolwing, St. Louis, 
treasurer, and Dr. John J. Stephens, St. 
Louis, secretary, were named as a spe- 
cial committee to discuss the situation 
with Attorney Miller. 

William R. Caulfield, St. Louis, one 
of the Missouri ancillary receivers, and 
W. R. Gilbert, attorney for the Mis- 
souri receivers, attended the gathering. 
Gilbert stated that the Missouri re- 
ceivers have been investigating the af- 
fairs of the company for the purpose of 
recovering assets and that he will sub- 
mit a report of this investigation to the 
St. Louis circuit court within 60 days. 
The meeting voted to cooperate with 
Mr. Gilbert in this investigation. 


Equitable Life Payments 


The Equitable Life of New York in 
the first eight months paid $149,171,000 
‘n insurance benefits. The aggregate 
of all payments to policyholders and 
beneficiaries shows an increase of $19,- 
768,000 over the eight months of 1931. 
Dividend disbursements amounted to 
$33,433,000. 








Is Now Writing Life Insurance 


The Bankers Casualty of Springfield, 
Ill., has changed its name to the Bank- 
ers Life & Casualty and has received 
its license from the Illinois department. 
It is now issuing life policies on the 
legal reserve basis. All reserves are be- 
ing deposited with the Illinois depart- 
ment. It is now issuing its quick cash, 
penny-a-day and ordinary life policies 
and will shortly have a family group, 
refund premium and 20-pay life policy. 
It has been writing accident and health 
heretofore. 


Purchases New Home Office 


LINCOLN, NEB., Sept. 29.—Rees 
Wilkinson, president National Old Line 
Life of Nebraska, has purchased the 
building here used for years by the Lin- 
coln Trust Company, now bankrupt, at 
126 North Eleventh street, and will re- 
model it for use as a home office. This 
relocation will bring the company into 
the business center of the city. The 
company will occupy the second floor 
along with its affiliates. The building 
cost $70,000 and was purchased from a 
group of investors headed by E. B. 
Stephenson, president Security Mutual 
Life. 


Negro Company Taken Over 


Approximately $1,500,000 ordinary 
life and $2,000,000 industrial business 
of the Woodmen Union Life, Hot 
Springs, Ark., a Negro company, will 
be transferred to the Universal Life of 
Memphis under a reinsurance agreement 











A SEAT at the 
COUNCIL 
TABLE 


Because all of its Officers are 
field-minded and many have 
had years of field experience, 
the best interests of Tollica's 
underwriters are always to the 


fore. 


Sound business principles 


+ Continuity of management 
+ A full understanding of the 


Agent's problems 


+ The realization that the 


man in the field is a vital 


= Successful and permanent 


connections. 


pnelere 





/hsurance Company ofAmerica 


MILWAUKEE, WISCONSIN 


operates in the following states: 


California 
Illinois 
lowa 


Michigan 


Texas 
Washington 
Wisconsin 


Minnesota 
Ohio 

Oregon 
South Dakota 
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Stewardship 


tS Mutua Benerir is justly proud of its 

record of stewardship, for funds entrusted to 
its care have been conserved and wisely in- 
creased. Neither war, nor plague nor panic has 
prevented the performance of its contracts. And 
in that constancy there is confidence that mem- 
bers of the Company will continue to find safety 
in Mutual Benefit protection. New policies being 
issued daily are contractual obligations and will 
further demonstrate the unchanging character 
of Mutual Benefit security ... the first law of 
a life insurance company is security. 


The MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
Newark, New Jersey 


<< 


approved by Commissioners Dulaney of | tionate to the amounts realized fro, 
Arkansas and Reece of Tennessee, and| the sale of assets and other incon, 
sanctioned by the circuit court at Little | Premium loans may be made in amoyp, 
Rock. The agreement establishes aj} not greater than the cash Surrender 
five-year moratorium on surrender and | values. Should liquidation justify, th, 
loan values and also permits quarterly | moratorium on loan and surrender ya). 
payments on death and other outstand-| ues may possibly be terminated in typ 
ing claims, the payments to be propor- | years. 











AMONG COMPANY MEN 
Hall Becomes Vice-President | ¢ w@s made assistant vice-president jp 


1927. 
Z 3 age Robert E. Henley and John A. Coke. 
Veteran Official of Life of Virginia Ad- Jr.. who have been attorneys in the 
vanced to Higher Post—Name New legal department for some years, have 
General C 1 been made general counsel. 








Frank E. Hall has been advanced E. E. Harden Is Advanced 
from assistant vice-president of the Life . 
of Virginia to vice-president. For a E. E, Harden has been elected secre. 
number of years he has been in charge | tary of the Pioneer Pyramid Life oj 
of ordinary general agencies. In point | Charlotte, N. C. He has been with the 
of service, he is the oldest official of | COmpany since organization and for the 
the company with the exception of R.! last year he has been actuary. He 
B. Pegram, assistant secretary, who has served as assistant secretary and estab- 
been with the company for 46 years. lished the home office organization. 
Mr. Hall began work as an industrial 
agent in 1887 in his home town of Assis anag : 
Petersburg, Va. He was made special tant M er Retires 
agent in 1894 after being transferred to Leslie R. Young, assistant general 
Richmond and became supervisor in| manager and treasurer of the Canada 
1897. He was promoted to state super- | Life, has resigned on account of con- 
visor in 1902 and was made general | tinued ill health, Mr. Young has been 
agent in 1906. In 1909 he became super- | with the Canada Life for 32 years. In 
intendent in charge of ordinary agencies | January, 1928, he was appointed treas- 
and in 1924 he was made assistant sec- | urer and in 1930 became assistant gen- 
retary, with the same supervisory duties. | eral manager. 











LIFE AGENCY CHANGES 
Charles T. Cravens at Head| Keena with Ohio State Life 




















Independence Square 








“A Definite Program” 


Vice President John A. Stevenson, of the Penn 
Mutual, while earnestly advocating the employ- 
ment of a definite program of work, in an address 
given at our recent White Sulphur Springs Con- 
vention, said: 


“I had occasion just a short time ago to visit the 
Olympic Games. Never in my life have I been 
more impressed over a single physical feat than I 
was at the finish of the great marathon race. I 
saw men cross that line and almost collapse, and 
some did collapse. I saw some who thought they 
had crossed the line, only to get out of the stride 
and find it most difficult to finish the next foot or 
two, and after finishing a foot or two collapse. I 
had an opportunity to see the famous quarter- 
miler Carr, who gave the impression that he was 
not running extremely fast. But he had a regular 
stride and he carried on. Result, world’s records 
broken each time he ran! 


“Life underwriting winners in the last two 
years have reached the goal, not by occasional 
spurts, but by the steady stride of a definite pro- 
gram of work.”’ 


————_-——— 


THE PENN MUTUAL LIFE INSURANCE COMPANY 


WM. A. LAW, President 


PHILADELPHIA 

















Ss ds His Father as General Agent | Leaves Northwestern National to Be- 
of National Life of Vermont at come Manager in Cincinnati for 
Louisville Columbus Company 


Succeeding his father, C. A. Cravens, The Ohio State Life has appointed 
whose serious illness makes it impera-| John B. Keena as manager in Cincin- 
tive for him to lay down the important | nati, with offices in the Dixie Terminal 
responsibility of the general agency, C. 
T. Cravens becomes general agent at 
Louisville for the National Life of Ver- 
mont. Mr. Cravens is a graduate of 
the Culver Military Academy—where 
he remained as instructor for four years 
—and also of the Wharton School, Uni- 
versity of Pennsylvania, where he ma- 
jored in life insurance. He has also 
received the C. L. U. degree. In 1929 
he became a partner in the Louisville 
general agency, but in 1931 he left the 
National to become general agent for 
the Equitable of Iowa in Memphis. 

At a dinner given Vice-president 
John M. Thomas when he recently vis- 
ited this agency, a touching tribute was 
paid to the fine record of Charles A. 
Cravens, whose retirement after 19 
years of service for the National caused 
deep regret. 


James Rutherford, J. R. Watson 


James Rutherford and J. R. Watson 
have been appointed assistant general 
agents by Allen Gates, general agent of 
the Penn Mutual Life at Little Rock, 
Ark. Mr. Rutherford has been with 1 
the Penn Mutual two years. Mr. Wat- JOHN B. KEENA 
son formerly was “Y” secretary at Hel- building. Mr. Keena has been in life 
ena, Ark. He has made an exceptional | jncurance work for 15 years. He was 
production _Trecord and is now field hrst with the Phoenix Mutual and for 
supervisor for the Gates agency. the last eight years has been with the 

Northwestern National. He established 
A. D. Maloney and served as manager of its Cincinnati 

A. D. Maloney has been appointed | agency and built the agency up to 4 
district manager for the New Era Life} production of more than $2,000,000 an- 
Association of Grand Rapids, with head- | nually. 
quarters at Battle Creek. His territory Mr. Keena is a native of Ohio. He 
includes Calhoun and Jackson counties.| was graduated from Wooster College 
He was formerly district sales repre-| in 1917 and served in the navy during 
sentative for the Studebaker corpora-| the war. He is chairman of the Amett- 
tion at Detroit and was also located at| canization committee of the Cincinnati 
Memphis, Tenn., in the same capacity | chamber of commerce, past president ot 
for the Oakland motor car company. the Civitan Club and served two years 
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as secretary of the Cincinnati Life Un- 

derwriters Association. / 
The Ohio State also has appointed 

W. H. Pipho of Sumner, Ia., as general 

agent for northeastern Iowa. 





Eric C. Nissen, Jr. 

Eric C. Nissen, Jr., has become asso- 
ciated with the Parker & Davis agency 
of the Continental Assurance in Detroit 
as manager of the group department. 
Mr. Nissen has formerly been with the 
Sun Life. d 

The Parker & Davis agency has taken 
over the business of the Roy Sorenson 
agency and Mr. Sorenson has become 
associated with Parker & Davis. 





F. T. Munsell 


F. T. Munsell of Washington, D. C., 
agency organizer of the New York Life, 
ig being transferred to Trenton, N. J., 
by his company. He started with the 
New York Life in Columbia, S. C., as a 
clerk in the office there in 1924. He 
then went into the field as an agent. 
In 1927 he moved to Baltimore, working 
as an agent there until Aug., 1928, when 
he was sent to Washington and became 
agency organizer. 





Willis J. Smith 


Willis J. Smith, Los Angeles, has 


been named Portland, Ore., manager by 
the National Life of Vermont, taking 
over the agency of the late Edward N. 
Strong. Mr. Smith has a wide acquaint- 
ance in the Pacific northwest, having 
been with the John Hancock Mutual 
Life in Seattle for some years. He has 
recently been in charge of the life de- 
partment for a large general agency in 
Los Angeles. 





Life Agency Notes 














W. 0. Burns, formerly of Terre Haute, 
Ind., has been placed in charge of the 
Muncie, Ind., district of the Western & 
Southern Life. 

The Texas Prudential of Galveston 
has appointed Fred N. Irvin east Texas 
manager with headquarters at Lufkin. 
H. F. Hayecock and C. 0. Weathers have 
been named San Antonio managers. 

J. B. Hayden has been appointed dis- 
trict manager at Kingston, Ont., for the 
Great-West Life. He served five years 
in the company’s actuarial department, 
leaving it to become an insurance sales- 
man. 

The Western & Southern has appointed 
R. R. Shaffer as manager at East Liver- 
pool, O. He has been superintendent at 
Cleveland-North. C. F. Leneweaver has 
been promoted from superintendent at 
Detroit-Grand River to manager at 
Wyandotte, Mich. 








LIFE COMPANY 


CONVENTIONS 





General Agency Conference 


Agency Building Round Table Will Be 
Conducted by the Connecticut 
Mutual Life 








A third agency building round table 
of Connecticut Mutual Life general 
agents will be held at Hartford, Oct. 
3-8. The results of the first two con- 
ferences held in New York and Hart- 
ford respectively prove the efficiency of 
this method of equipping the general 
agents to better handle their organiza- 
tion problems. The procedure followed 
at these two previous meetings will 
serve as the general background of this 
third one. 

Under the leadership of Vincent B. 
Coffin, superintendent of agencies, such 
phases of organization work as “Im- 
proving the Old Organization,” “Super- 
vision and Supervisors,” “Brokerage,” 
New Organization,” “Recruiting Meth- 
ods,” “Training,” “Finance,” etc., will 
be discussed. The problems exper- 
lenced by one general agent are pre- 
sented for analysis, and definite conclu- 
sions as to the best treatment of each 
are reached. 

The general agents attending are: L. 
D. Fowler, Cincinnati; J. L. McElfresh, 
Washington; M. Sherman, Toledo; T. 
L. Black, Philadelphia; Sidney Wellbe- 
loved, Chicago; W. J. Stoessel, Spring- 
held; K. W. Jacobs, Jr,. Milwaukee; D. 
C. Little, Richmond; W. R. Harrison, 
fr Atlanta, and R. S. Caulkins, Cleve- 

nd, 


_In conducting this round table Mr. 
Coffin will be assisted by F. O. Lyter, 
assistant superintendent of agencies, 
and E. C. Anderson, G. F. B. Smith and 
R. W. Simpkin, agency assistants. 





Security Mutual Convention 


_ The annual agency convention of the 
Security Mutual Life of Nebraska will 
be held at Lincoln Sept. 30-Oct. 1. T. R. 
McPheeters, general agent at Oklahoma 
City, is president of the $150,000 Club 


_ Len J. Davis of Hastings is secre- 
ry. 


Seaboard Life Convention 


The Seaboard Life recently held its 
annual convention at Camp Waldemar 
in the hill country of west Texas, 18 
miles above Kerrville and 2,200 feet 





above sea level. It was unique in that 
it was a convention of families. When 
a man qualifies for himself, he is privi- 
leged to bring his wife and children. 

Among the guest speakers were R. B. 
Cousins, Jr., former insurance commis- 
sioner; Dr. L. H. Wharton, pastor of 
the University Presbyterian Church at 
Austin, and O. Sam Cummings, general 
agent at Dallas of the Kansas City Life. 

The mornings were devoted to busi- 
ness session and the afternoons to rec- 
reation. 





Bermuda Again in 1933 


The Philadelphia Life’s agency con- 
vention in Bermuda in August, with a 
cruise both ways on the liner “Monarch 
of Bermuda,” met with so much favor 
among the agents that it has been de- 
cided to repeat the trip next year, rather 
than to hold the convention in Chicago 
during the 1933 exposition, as had been 
decided earlier. 





Will Meet in Montreal 


Th Bankers Life of Iowa has decided 
to hold its convention in Montreal next 
August. 





Massachusetts Mutual Meeting 


The annual meeting of the Massa- 
chusetts Mutual General Agents Asso- 
ciation was held at Monte Bello, 
Can., 50 miles east of Ottawa, Sept. 26- 
28. L. E. Witten of Cincinnati is presi- 
dent and E. W. Hughes of Rochester is 
chairman of the program committee. F. 
T. McNally of Minneapolis is vice- 
president and J. F. Cremen of Washing- 
ton, D. C. is secretary. 


Williams Deplores Public Payroll 


One adult out of every ten is on a 
public payroll and one day’s earnings 
of the average man out of each five is 
taken to defray the cost of government, 
Charles F. Williams, president Western 
& Southern Life, declared at a conven- 
tion of the company’s managers and 
agents in St. Louis last week. Mr. Wil- 
liams stated that the present paralysis 
of business, with its attendant unem- 
ployment crisis, is largely due to the 
fact that municipal, state and federal 
taxes are consuming the capital needed 
to operate legitimate business and in- 
dustry. 











Make your work easier 


with these practical tools 





IFE UNDERWRITERS find there 

is no substitute for work. Work— 
the proper application of energy—still 
remains a fundamental requisite to suc- 
cess in life insurance. 


Work plus the practical tools offered 
agents by this company make a combina- 


tion hard to beat. 


Here are some of the 


tools offered our agents which will also 
help make your work more remunerative 
and easier. 


a liberal agency contract 

a complete line of modern policies 
juvenile policies, sub-standard 
double indemnity, total disability 
low non-participating rates 
organized presentations 

a fool-proof visual sales kit 

a daily working plan 


a condensed but comprehensive train- 
ing plan 

a conservation program that helps 
keep policyholders sold and re- 
duces lapses 


Connect with a company that will give you 
the greatest help and make it as easy as possi- 


ble to operate. 


gan, 


For openings in Ohio, Michi- 
Illinois, Indiana, Kansas, Oklahoma or 


Texas, write George L. Grogan, Vice President, 
in Charge of Agencies. 


The Federal Reserve 


Life Insurance Company 


Kansas City, Kansas 
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More Than An Emblem 
—A SYMBOL 


To a Boys’ Protective Thrift 
Club member, this drawing from 
a picture of Sir Galahad sym- 
bolizes the thought that the thrifty 
boy can truly be compared to the 
knight of old. 


The sword means that he must be aggressive in learning 
to save. It requires courage to save pennies when others are 
spending theirs. The shield represents life insurance protec- 
tion. He is shown how it guards the owner against poverty as 
the shield of old was a protection against injury. 


Truly, the boy who measures up to the ideals of his Thrift 
Club is a 20th century knight in armor. He is fighting now for 
the things that will enable him to face manhood without finan- 
cial handicap and old age with financial independence. 


Forward looking Protective Life agents 
are profiting from the business getting 
opportunities that Thrift Club sponsor- 
ship offers. 


LiFE INSURANCE (Ob. 


BIRMINGHAM, ALABAMA. 
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SOMETHING NEW riar JS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar 

regardless of tind of policy cae 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 
LIFE INSURANCE 


COMPANY 
Mutual Legal Reserve Life Insurance 


Ten East Pearson Street : : : Chicago 
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RAYMOND HAINES HONORED 


Raymond N. Haines, manager of the 
Travelers at 55 John street, New York 
City, was honored by business asso- 
ciates in recognition of his completion 
of 25 years’ service in the company. 

Mr. Haines was guest of honor at a 
luncheon attended by 100 Travelers 
agents and several officers. Mr. Haines 
was presented a handsome refreshment 
table. Officials from the home office 
were B. A. Page, H. H. Armstrong and 
B. D. Flynn, vice-presidents; L . Ro- 
botham, John E. Ahern and H. E. 
Critchfield, secretaries; J. O. Hoover, 
superintendent of agencies; Dr. F. L. 
Grosvenor, medical director; B. H. Dob- 
bin, regional group insurance supervi- 
sor, and T. B. Blocker, assistant super- 
visor of the agency field service divi- 


sion. 
oS a. @ 


ACTION OF “LITERARY DIGEST” 


As the result of efforts of the New 
York Life Underwriters Association the 
“Literary Digest” has given assurance 
that it will omit from its advertising cir- 
culars an excerpt from the “Layman’s 
Legal Guide” stating that a life policy 
could not be lapsed without the consent 
of the beneficiary and if that were not 
obtained the company is liable. The vol- 
ume quoted from was offered as a sub- 
scription inducement. When D. B. Ma- 
duro, the association’s counsel, wrote 
the publishers pointing out the error the 
company replied that they would omit it 
from future advertising but that the ad- 
vertising was correct in fact. 

Mr. Maduro has again written the 
company pointing out that the Guide’s 
statement is based upon a ruling which 
has since been superseded in practically 
all states. The only time when the bene- 
ficiary’s consent is necessary is when 
the beneficiary is paying the premiums. 

* * * 
NOVEL SALES AID 


A novel sales aid which aroused keen 
interest among the agents was presented 
at the all-day sales conference of the 
C. D. Connell agency of the Provident 
Mutual Life in New York City. Mr. 
Connell had prepared a list of several 
hundred leading New York firms, in- 
cluding banks, industrial companies, 
utilities, department stores, automobile 
dealers, food companies, steamship and 
railway offices, law firms and many 
other classifications. As the name of 
each firm was read off in the meeting 
agents having policyholders or prospects 
in that company were asked to make 
the fact known. 

The entire afternoon session was de- 
voted to this, and much information 
valuable in prospecting was uncovered, 
as it indicated in what lines the agents 





AS SEEN FROM NEW YORK 


By R. B. MITCHELL. 





had contacts and what lines were no 
being sufficiently cultivated. It also 
gave a more accurate basis upon which 
to assign future prospects. It was foung 
in many cases that agents having cop. 
tacts in the same firm or type of bugj. 
ness were able to cooperate to their 
mutual advantage. 

Prospecting, time-planning and sales 
presentations for present conditions 
were taken up at the morning session, 
Mr. Connell being assisted by E. y. 
Bechtel, agency assistant at the home 
office. The use of the center of in. 
fluence method of prospecting was the 
keystone of the day’s program. Agents 
were urged to make each of their pol- 
icyholders a center of influence, not 
not only as regards his business and 
family but for all the contacts he might 
have. 

et 


WANT TO GET NORMAL PATH 


The companies have realized that the 
selling of life insurance has been con- 
centrated at two extremes. One class 
of buyers desired to make up for losses 
that have been incurred in the invest- 
ment field and found life insurance the 
easiest way to bridge the gap. Such 
people were anxious to get as cheap in- 
surance as possible. They bought term 
policies and frequently rather large 
amounts. Companies make a very ex- 
haustive investigation of applicants 
where the amount applied for is con- 
siderable. The inference is that such 
applicants are financially embarrassed 
and had lost large sums of money. They 
were endeavoring to recoup. The sup- 
position is that they were taking large 
chances. Hence the percentage of re- 
jections on such applications is high. 

On the other extreme people are pur- 
chasing the highest priced insurance, 
seeking endowment policies, annuities 
and investment forms. Such buyers are 
interested in security. For the greater 
part they consist of men of moderate 
means. Large amounts of such insur- 
ance have been written. 

Companies have been anxious to 
swing insurance buying into more nor- 
mal channels, following the middle 
road and getting back to the ordinary 
life or 20-pay life form. Some offices 
report during recent weeks a growing 
tendency towards normal insurance 
buying. While investment and retire- 
ment forms will be popular for some 
years to come, the fact that the com- 
panies are scrutinizing so _ carefully 
large term policies makes it difficult to 
get them by. Hence an agent may 
spend a lot of time on a prospect and 
be turned down. Therefore he is en- 
deavoring to sell to a class of people 
that will be more acceptable to his 
office. 








AS SEEN FROM CHICAGO 





SEPTEMBER DEFINITELY BETTER 


September production definitely indi- 
cates an improvement in general condi- 
tions, according to S. T. Whatley, Chi- 
cago general agent of the Aetna. His 
agency in the month was 90 percent 
ahead in number of sales and 30 per- 
cent ahead in volume, on a written basis. 
This boom in September was very gen- 
erally experienced by Chicago agencies 
which characterized July and August 
production as “terrible.” 

a 
METROPOLITAN MANAGERS MEET 


A regional meeting of managers of 
the Metropolitan’s ordinary and in- 
dustrial agencies in northwestern terri- 
tory under L. J. Zettler, superintendent 
of agents, was held in Chicago. The ter- 
ritory comprises all of Michigan, Min- 








nesota, Nebraska and Wisconsin. E. H. 
Wilkes, second vice-president, also rep- 
resented the home office. 
es 
HEIFETZ AGENCY MEETING 


The annual meeting of the Samuel 
Heifetz agency of the Mutual Life of 
New York in Chicago, Sept. 23, was fea- 
tured by the appearance of several other 
Mutual Life managers, including Gifford 
T. Vermillion of Milwaukee, R._E. 
Spaulding and C. L. Coyner of Chr 
cago. One of the most interesting talks 
in the general session during the day 
was that of Samuel Herwitz of the Cin- 
cinnati agency, who sold $700,000 ™ 
July, $300,000 in August and expects to 
close September with about $350,000 
paid. Mr. Herwitz makes about 2 
calls a day and holds himself to a mint 
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mum of 100 selling interviews a month. 

He has analyzed his work for a period 
of 52 months and finds that in 15 of the 
months his monthly production ranged 
from $2,500 to $35,000. He estimates 
in these months his “slump” cost him 
$64,000 in commissions and he set about 
analyzing his methods in the belief there 
was something wrong with his tech- 
nique during the period when he got 
only small production, although appar- 
ently working as hard as ev~ Mr. Her- 
witz said an entiree is essential in selling 
bigger business and unless it is obtained, 
together with advance information about 
the prospect, the agent has wasted his 
time in calling. Mr. Vermillion pre- 
sented an inter-agency trophy won by 
the Heifetz agency in competition with 
the Milwaukee office. 

Associate Manager J. R. Hastie spoke 
on “Life Insurance—Tomorrow.” Eleven 
other members of the agency developed 
interesting subjects. In the banquet, 
Mr. Heifetz said, in the past three years 
life insurance has made an impression 
0” the minds and in the hearts of every 
man and woman in the country. In 
past years prospects were often difficult 
to see and talk to, but now the reverse 
is true. He pointed out one danger is 
that most people are so pleasant to a 
life insurance man he often is “kissed 
out of the door.” Mr. Heifetz urged 
that his agents not take promises for 
granted but fight against procrastination 
and try to obtain an application on the 
first, second or third interview. 

Mr. Vermillion urged the telling of 
human interest stories, such as what 
loan values or benefits will do, which, 
he said, is sure to secure the prospect’s 
attention. Mr. Spaulding cited news- 
paper headlines selected that day, all 
showing conditions are much more 
hopeful, with car loadings increasing, 
more wholesale sales, greater building 
activities in 565 cities, less hoarding of 
money, wheat prices up, together with 
stocks and bonds. He said the depres- 
sion was one of the best things that ever 
happened to life insurance. Mr. Coyner 
spoke. Music was furnished by the 
orchestra of Ethon Hyman, son of 
Joseph Hyman of the Heifetz office. 

* * * ‘ 
GOLDMAN AGENCY GROWS 


A. Van Goldman, Chicago manager 
ordinary department, Prudential, has 
considerably increased his office space 
on the 18th floor of the Insurance Ex- 
change, now occupying half the court 
space. Since opening the offices in De- 
cember, 1928, he has regularly added 
space and now occupies about four times 





the original space. He now has 51 
agents in the office, exclusive of office 
help and special agents. The Van Gold- 
man agency has increased its paid for 
cases more than 30 percent over last 
year. Sixteen men, including Mr. Gold- 
man, qualified to attend the regional 
conference held in Chicago. 
Ss 2 


EDITOR LEISSLER TO WED 


Insurance Editor John C. Leissler of 
the Chicago “Journal of Commerce” was 
particularly happy in his broadcast of 
an insurance talk over WIBO last Fri- 
day evening. He had his facts well in 
hand and spoke in the language that all 
could understand. He has received 
many expressions of appreciation for 
this radio talk. It was printed in full 
in last Saturday’s Chicago “Journal of 
Commerce.” One of the reasons why 
the insurance editor was so pleasing and 
animated is due to the fact that he is 
scheduled to be married next Saturday. 

The happy event will take place Sat- 
urday afternoon at the home of the 
bride, Miss Glayds Fay Schmidt, daugh- 
ter of Mr. and Mrs. John F. Schmidt 
at 2922 North Rockwell street, Chi- 
cago. The newlyweds will attend the 
meeting of the American Life Conven- 


tion in Toronto next week. 
* * 
SPAULDING AGENCY CONVENTION 


The R. E. Spaulding agency of the 
Mutual Life of New York in Chicago 
held its annual convention Thursday, 
concluding with a banquet. John R. 
Hastie of the Samuel Heifetz agency of 
the Mutual Life and president of the 
Chicago Life Underwriters Association 
was a banquet speaker. 

The morning session was conducted 
by Mr. Spaulding and the afternoon 
session by I. B. Jacobs, agency edu- 
cator. Mr. Spaulding spoke in the after- 
noon on the “Value to the Agent of 
Persistent Policyholders.” H.T. Powers, 
estate expert, talked on “Life Insurance 
Needs and Estate Situation.” » We 
Williamson, Chicago general agent of 
the Connecticut Mutual, spoke in the 
morning on “Changed Conditions in 
Our Business.” Mr. Jacobs was a 
speaker in the morning on “The Value 
of a System.” A number of the agents 
gave talks. 


VOORHIES AGENCY DANCE 


The H. C. Voorhies agency of the 
Federal Life in Chicago will hold its 
first annual dance Sept. 30. The agency 
is housed in the home office building. 
G. G. Smith is chairman of the enter- 
tainment committee. 








IN THE SOUTH AND SOUTHWEST 





Seay Praises Robertson Law 


Southland Life President Says Texas 
Law Is Beneficial—Majority of 
Companies Return 








DALLAS, Sept. 29.—Harry L. Seay, 
president Southland Life, in a talk to 
the Dallas real estate board, declared 
the Robertson law one of the most 
beneficial pieces of legislation on the 
Statute books. He said all of the com- 
panies withdrawing from the state when 
the law was enacted have returned ex- 
cept nine and some of these are con- 
templating returning now. He declared 
the repeal of the investment feature of 
the law or the remission of the $9,000,- 
000 due the outlawed companies would 
be unfair to the 111 outside life insur- 
ance companies doing business in Texas. 

Mr. Seay said no one objects to the 
companies returning to Texas if they 
comply with the provisions of the law 
but that they should not be permitted 
to return until they do. He told the 
realtors the outside companies doing 
business in Texas have more than 
$300,000,000 invested in the state, and 
indicated it is not the investment fea- 
ture of the Robertson law the companies 





object to, but the heavy penalties they 
must pay under the law if they are to 
return to Texas. 


C. L. U. School in Oklahoma 


OKLAHOMA CITY, Sept. 29.—One 
of the major activities of the season for 
the Oklahoma Association of Life 
Underwriters will be sponsoring a life 
insurance school to be conducted under 
the auspices of Oklahoma University. 
Registrations are being made with a 
view of organizing the first class on 
Oct. 3. The course will be divided into 
five groups, with one day a week being 
devoted to each group. The complete 
course, which will extend over a per- 
iod of four or five years, is intended to 
qualify students for the C. L. U. de- 
gree. Enrollment is open to all life 
underwriters of the state. 


Outlook in South Brighter 

Conviction that increased prices for 
cotton and other farm products have 
brightened the business outlook in the 
south from an insurance standpoint was 
expressed by Burton Webster, super- 
visor of southern agencies of the Penn 
Mutual, who conducted a sales confer- 
ence in Birmingham last week assisted 
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AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


INSURANCE IN FORCE $542,954,101.00 


ASSETS  47,681,787.00 
SURPLUS _7,278,118.00 
INDUSTRIAL 


ORDINARY 
Operating in 26 States, Cuba, Hawaii, and Porto Rico 


A Well Diversified Line of Modern Policy Contracts, including Juvenile Policies, 
Retirement Income Policies, Salary Savings, and all Types of Annuities, enable 
our Representatives to render the Insuring Public the Best in Life Insurance 


Service. 


Men of Character and Integrity, desiring a connection with the Ordinary 
Department, providing Liberal First Year and Renewal Commissions are invited 
to address inquiries to 


Earnest L. Roberts, Vice-President, 


AMERICAN NATIONAL INSURANCE 
COMPANY 


Galveston, Texas 
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| The Foundation of Our Service 

To Local Agents 
Is a Line of Policies 
| written to meet the demands of those who will buy 
life insurance today and tomorrow. 
| 


If you are interested in a permanent connection in 
Ohio or New York, it will pay you to investigate. 


JOHN M, HULL, 


FRANK F. EHLEN, 
President Agencies 


Director of 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 
Buffalo, N. Y 


452 Delaware Avenue 
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Now licensed in Kentucky 


General Agents wanted for 
Central Kentucky 


E offer an unusual General Agency 

contract to men who are interested in 
the future—who want to grow with a grow- 
ing company and be backed by an aggressive 
expansion program providing for Home 
Office Assistance in the appointment and edu- 
cation of agents. Our policies are modern 
and liberal. The men chosen for General 
Agents will be given every help to insure their 
success. 

If you are the type of man that can qualify for 


a Kentucky General Agency write in confidence 
to Ben I. Rapport, President. 


OLD REPUBLIC CREDIT 
LIFE INSURANCE COMPANY 
221 NORTH LASALLE STREET, CHICAGO 





























“SERVICE OF THE HIGHEST TYPE” 


POLICIES WITHOUT A SUPERIOR: With over 100,000 
Western Families owning policies in this Company, no bet- 
ter evidence could be offered that Western men and women 
appreciate the complete protection our policies afford for 
family, business and old age. 


FOR AGENTS: Liberal contracts with life income provision, 
under District Manager System and Superior Home Office 
Service. 


CALIFORNIA-WESTERN STATES LIFE 


Home Office Sacramento 











* insurable trom 
the day of birth 
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The Lincoln National Life Insurance 
Company , Fort Wayne , Indiana 





by Ed Spencer, also supervisor of agen- 
cies. The conference was called by 
Seth W. Ryan, Birmingham agency 
manager. 


Northwestern National Meeting 


The Northwestern National Life held 
its Texas convention at Camp Wal- 
demar, Kerrville, Tex., with about 100 
present. Company officials present were 
W. F. Grantges, agency director; E. P. 
Balkema, agency instructor, and Dr. C. 
W. Anderson, assistant medical director. 
Homer Hewitt, Houston, Texas state 
manager, was in charge. 

The Texas representatives won the 
pennant for paid for business and three 


bank, which will have headquarters 
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who had produced enough business to 
qualify in the first ten days participate 
in the raising of a pennant. The Or 
casion was given the title of “Limping 
Olympics.” 


Insurance Men on Bank Board 


Three insurance men will serve as gj. 
rectors of the ninth district home |gay 
Little Rock, Ark. They are: Gordon H 
Campbell, general agent Aetna Life 
and J. Gilbert Leigh of L. B. Leigh 
Co., Little Rock, and E. H. Bradshay 
of Bradshaw & Hoover, Jackson, Misc 
The district includes Mississippi, Ark. 
ansas, Louisiana, Texas and New Mey. 
ico. 








PACIFIC COAST AND MOUNTAIN 





Prudential Regional Meeting 


Home Office Executives in Attendance 
at Sessions at Colorado Springs— 
Visit Denver Offices 


Several home office officials of the 
Prudential attended a regional meeting 
at Colorado Springs last week, includ- 
ing Vice-Presidents Franklin D’Olier, 
G. W. Munsick and J. P. Mackin; G. H. 
Chace, B. H. Harris and A. E. N. Gray, 
assistant secretaries; W. F. Sieder, divi- 
sion industrial manager; J. S. Kelly, 
regional manager of pensions and group 
insurance, and T. D. Miller, assistant 
supervisor ordinary agency department. 

Following the Colorado Springs meet- 
ing the officials went to Denver for 
meetings of the ordinary agency 
directed by Glen A. McTaggart and 
several industrial agencies. 


Oppose Initiative Measure 


Declaring it will seriously hamper the 
placing of investment funds in Califor- 


nia, life underwriters of the state are. 


planning to oppose actively a proposed 
initiative measure which seeks practi- 
cally to do away with trust deeds as a 
medium for loaning money on real es- 
tate, placing them in same category as 
mortgages and forcing foreclosure 
through court action; also, providing 
for a year’s redemption period and that 
all rights of the lender in the property 
can be enforced only by proceedings in 
court. The measure is sponsored by the 
Lawyers Club of Los Angeles. 


Seattle C. L. U. Election 


SEATTLE, WASH., Sept. 29.—At 
the annual meeting of the Seattle chap- 
ter of C. L. U., F. C. Rowell, Sun Life 
of Canada, was chosen president; G. L. 
Buck, Provident Mutual, vice-president, 
and L. A. Peek, Northern Life, secre- 
tary-treasurer. W. E. McMicken, retir- 
ing president, and G. K. Edwards were 
elected directors. 


Named on Utah Committee 


Heber J. Grant, head of Heber J. 
Grant & Co., Salt Lake City general 
agency, and president of the Utah Home 
Fire and the Beneficial Life, and J. H. 
Harrop, manager of the Equitable Life 
of New York, will represent the insur- 
ance business on the Utah committee 
which has been appointed to aid in put- 
ting over the “staggering” system or 
rotation of employment fostered by the 
industrial and banking committee of the 
Federal Reserve district. 


Survey Figures Interesting 


A survey made by the Pacific States 
Life shows an average of- $35,164,000 
new life insurance was written each 
working day of the first seven months 
of 1932. Including ordinary life, indus- 
trial and group insurance, Californians 
are now protected by a total of approxi- 
mately $5,250,000,000, as compared with 
$9,000,000,000 of property listed for taxa- 





————. 


tion in the state. Attention is directed 
to the fact that combined assets of the 

American life companies reached a total 
of $20,100,000,000 at the close of 1931, ap 
annual average increase of 22 percent for 
the last 50-year period. 


Life Courses at U. S. C. 


The University of Southern California, 
Los Angeles, has announced a life in- 
surance course for the fall quarter on 
“Functions of Life Insurance,” to be 
followed in the winter term by a course 
in “Principles and Practices,” and ir 
the spring term by a third course in 
“Life Insurance Salesmanship and Psy- 
chology.” The three courses combined 
prepare for Sections I and II of the 
C. L. U. examinations. 

A course in “Life Insurance Law, 
Wills, Trusts and Estates” is also an- 
nounced. This will be followed by ( 
L. U. survey courses in the winter and 
spring terms, so that the entire C. L.U 
examinations may be taken next June 
The courses are given by Verne Stew- 
ard, who has conducted public classes 
in preparation for the C. L. U. exam- 
inations for the past four years. 


Fishback Is Nominated 


Insurance Commissioner Fishback of 
Washington, who has been in office for 
20 years, won the Republican nomination : 
at the primaries. He was unopposed 
W. A. Sullivan, fire and casualty agent 
at Seattle, received the Democratic 
nomination. Mr. Fishback was fist 
elected commissioner in 1911 and took 
office in 1912. 


Business Good in Northwest 


The Guarantee Mutual Life of Omaha 
reports business improving steadily, es- 
pecially in the Pacific northwest. F. A 
Hicks, superintendent of agents, has 
just returned from a three weeks’ visit 
to the coast, visiting Los Angeles, San 
Francisco, Portland and Seattle ager- 
cies. He says Washington is showing 
an especial increase in policies written 
and is the banner state so far this year 
for the Guarantee Mutual. 


Gallagher New C. L. U. Head 


T. A. Gallagher, California-Westem 
States Life, was elected president o 
the San Francisco C. L. U. chapter 
at its annual meeting. Walter A. Lem 
nox, New England Mutual, was elected 
vice-president; Gerald Whitaker, Tr 
velers, secretary, and J. H. Wood, Ur 
ion Mutual of Maine, treasurer. N. J: 
Goldsmith, Equitable of New York, t 
tiring president; M. L. Fairchild, Com 
necticut General, and Ted Dreyer, P* 
cific Mutual, are directors. 


Will Conduct Lecture Series 


H. O. Smith, Connecticut Mutual ® 
Denver, past president of the Colorad 
Association of Life Underwriters, has 
been chosen to deliver a series of 2 
lectures on the principles of life mst 
ance for the school of commerce of the 
University of Denver. This course ® 
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=o 
conducted for those who desire to qual- 
ify for the C. L. U. degree. 


Sparver Ends Coast Tour 
_¢ Sparver, director of agencies 
of the Reliance Life of Pittsburgh, who 
been making a tour of Pacific Coast 





returned to the home office, stopping en 
route at Kansas City for a brief visit. 


Names Two General Agents 


The Hamilton Life of Los Angeles 
has appointed H. W. Haler general 
agent at Oakland, Cal., in charge of 
Alameda and Contra Costa counties, and 








has ; : - - 
agencies, including Seattle, Portland,| Henry Krauth as general agent at 
San Francisco and Los Angeles, has Stockton. 

ae 





NEWS ABOUT LIFE POLICIES 











New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy ae. Rate Books, etc. 


Supplementing the “Unique Manual- 
Digest ttle Gem,”’ Published Annually in May and March respectively. 
PRICE, $5.00 and $2.00 respectively. 





Four New Retirement Policies 


Philadelphia Life Issues Income Endow- 
ment Forms on Both Participating 
and Non-Participating Basis 


Four new retirement income endow- 
ment policies, maturing at ages 55, 60, 
65 and 70, have been issued by the 
Philadelphia Life. The policies will be 
issued on both the participating and 
non-participating plan and _ disability 
and double indemnity benefits may be 
included. At maturity the policyholder 
has the option in lieu of the monthly 
income of cash, paid up insurance or 
a combination of both. The rates on 
the policies for the principal ages fol- 
low: 












Retire 55 Retire 60 
Age Par N. P. Par P. 
| ae $ 35.04 $ 29.07 $27.95 $22.67 
25 43.12 36.03 33.35 27.22 
3 54.81 46.18 40.83 33.56 
35 72.80 62.18 51.62 42.77 
TP canes 105.98 89.32 68.11 57.22 
eee 166.36 144.68 96.97 81.76 
Retirement at 65 and 70 
Retire 65 Retire 70 
Age Par N. P. Par N. P. 
— $ 23.53 $ 18.68 $20.96 $16.37 
25 21.85 23.99 18.77 
Mt dechee 26.13 27.97 21.96 
35 39.76 32.07 33.30 26.24 
50.05 40.64 40.66 32.18 
45 ..... 64.23 54.11 49.72 40.75 
et neath 90.33 76.79 63.39 54.04 
OP sasxe 140.65 122.53 89.75 76.27 
Royal Arcanum 
The Royal Arcanum, prominent fra- 


ternal order, is readjusting its method of 
paying dividends. Up to the present 
the method has been that of skipping an 
assessment, but this plan will now be 
discontinued, and the new method will 
be based on the respective amounts con- 
tributed by the members to the surplus. 
As the last valuation of the society was 
made and percentage of solvency com- 
puted as of Dec. 31, 1931, and since that 
time the prices of securities have greatly 
depreciated, the amount of surplus to 
be distributed can not be determined 
until after the valuation of securities 
as of Jan. 1, 1933. The society, there- 
fore, has discontinued the payment of 
dividends until after the first of the year. 





U. S. Government 


The dividend scale for this year on 
government life insurance will be the 
Same as for last year with the exception 
of the five-year convertible term policy. 
which latter will show a decrease due 
to greater mortality. It is hoped it will 
be possible to increase the dividends on 
all forms next year. Dividends on gov- 
ernment insurance fluctuate, depending 
largely on mortality, the earning rate 
on invested funds also being a less im- 
portant factor. 


Capitol Life, Denver 


The Capitol Life of Denver has an- 
en two new retirement income 
orms at age 60 and at age 65. Both 


contracts 
prior 
tot 


provide for a death benefit, 
to maturity, of the return of the 
whi ems paid, or the cash value; 
chever IS greater. They are issued 
. units of $10 per month income, be- 
Sawag at the maturity age. The in- 
ome payments are guaranteed to be 
paid for 120 months (10 years certain) 
and for life thereafter. Y 
m,, 4 aa75 on the age 60 form at age 
S 991.98 per unit of $10 a month 





values for 
tenth and 20th years 
respectively are: $98, $184, $426 and 
$1,027. The rate on the age 65 form 
at age 35 is $25.20 per unit of $10 a 
month income at age 65, and the cash 
values for the third, fifth, tenth and 
20th years respectively are: $66, $123, 
$287 and $691. 


income at age 60. The cash 


the third, fifth, 





Pioneer “Pyramid Life 


The Pioneer Pyramid Life of Char- 
lotte, N. C., announces the adoption of 
a new series of endowments at age 60 
and 65, both on the continuous and 20- 
premium plan, providing for automatic 
conversion into an annual deferred re- 
fund annuity on the maturity date. These 
policies are issued in units of $1,000 
initial insurance, providing for $10 
monthly income for each unit, which 
continues for the life of the insured, 
with 180 instalments certain guaran- 
teed on the endowment at 60, and 132 
certain guaranteed for the endowment 
at age 65. When the cash value ex- 
ceeds the death benefit, the cash value 
is payable instead of the death benefit. 
Waiver of premium and double indem- 
nity are issued in connection with this 
coverage. 

Optional settlements on the endow- 
ment 60 at maturity, per $1,000 unit are: 
(1) Cash, $1,590; (2) paid-up life policy 
of $1,590, and $693.19 in cash, or a paid- 
up life policy of $2,536. 

Optional settlements on the endow- 
ment 65 at maturity, per $1,000 unit are: 
(1) Cash, $1,314; (2) paid-up life policy 
of $1,314, and $409,65 in cash, or a paid- 
up life policy for $1,909. 


Great American 


The Great American of San Antonio is 
offering a “decreasing term” life policy 
which provides protection and guaran- 
tees under proper conditions the pay- 
ment of a specified obligation which the 
assured has assumed. It is being placed 
with dealers and finance companies. 

It is issued for a specified maximum 
to cover the obligation, decreasing to 
cover unpaid balance, and the term can 
be made for any specified number of 
months from one to 24. Thus it may 
be applied to instalment purchases. The 
policy form states that it is issued by 
permission of the Woodward Universal 
Bond System. Rates are: 


Amount of Loan 


$50-100 $101-200 $201-30 $301-400 
Age Mo. Yr. Mo. Yr. Mo. Yr. Mo. Yr. 
21-30 1 1.20 1.25 2.40 1.25 3.60 1.25 .80 
31-40 1 1.35 1.25 2.70 1.25 4.00 1.25 5.35 
41-50 1 1.95 1.25 3.80 1.25 5.65 1.25 7.50 
51-55 1 2.55 1.25 5.05 1.25 7.60 1.25 10.10 
56-59 1 3.40 1.25 6.75 1.25 10.101.25 13.45 
Central States Life 

The Central States Life of St. Louis 
has announced changes in its annuity 


rates, having adopted the same scale of 


single premiums as have other com- 
panies doing an annuity business. New 
refund annuity rates have also been 


sent to the field force. 


Paying National Benefit Claims 


The supreme court of the District of 
Columbia has authorized payment of 
the first instalment of 10 percent on the 
death claims of the National Benefit 
Life of Washington, D. C., which arose 
prior to the receivership. The receivers 
say that every rightful claim will be 
given attention in keeping with the pro- 
visions for payment made by the court. 
In view of these facts the receivers de- 
clare the beneficiaries need seek no legal 
aid or attorneys’ services. 














Massachusetts Mutual Life 


a synonym for 


Quality and Excellence 


Life Insurance 





MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 




















Our Agents 


Don’t Leave Home! 


It is sad to see a company outgrown by its 
agents. Good men like to stay with us. We're 
pretty proud of that. One reason may be that 
we have a complete line of up-to-date policy 
contracts. 








Non-forfeitable renewal commissions to 
agents make an attractive agency contract. 


THE WISCONSIN LIFE 
INSURANCE COMPANY 
Madison, Wisconsin 


If your territory is open 
we shall be glad to mail you, 
upon request, a copy of the 
contract and the details of 
anunusually attractive 
agency offer. 
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ACTUARIES 








NEWS OF LIFE 


ASSOCIATIONS 








Barrett N. Coates Cari BE. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 








DONALD F. CAMPBELL | 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7300 
CHICAGO, ILL. 


L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 





J. Charles Seitz, F. A.T. A. | 
CONSULTING ACTU. 

. a, aenentee te © Ui 

Paene F age len ome 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS, INDIANA 








—— 

ALEXANDER C. GOOD | 
Consulting Actuary 

615 Trust Co. B Jefferson City, | 


800 Security Building, Kansas City 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
600 Fifth Avenue New York City 








is kept before 

your prospects 
days a 

at a cost yin 

month 

of the National 

Underwriter In- 

surance Calendar. 








Franklin Fort to Give Talk 


First Meeting of New York City Asso- 
ciation Will Also Be Addressed by 
W. W. Klingman 


NEW YORK, Sept. 29.—F. W. Fort, 
chairman of the Federal Home Loan 
Bank Board, and W. W. Klingman, 
vice e-president and agency director of the 
Equitable Life of New York, will be 
the speakers at the New York City Life 
Underwriters Association’s first meet- 
ing of the season, Oct. 13, W. E. ‘Bar- 
ton, president of the association, has 
announced. Mr. Klingman is widely 
known among life insurance men, hav- 
ing been a star personal producer and 
general agent for the company before 
his appointment as vice-president in 
1928. 

Mr. Fort is best known in the insur- 
ance world as vice-president and man- 
ager of the Eagle Fire of Newark and 
has been president of the Lincoln Na- 
tional Bank of that city. He first came 
into public notice as a member of the 
food administration during the World 
War and later served as a congressman 
from New Jersey. He will talk on 
“What the Home Loan Bank Hopes 
to Accomplish,” a particularly timely 
subject in view of the fact that the bank 
will officially start to function two days 
after this address. His address will be 
broadcast from station WOR. 

* *k * 


Asheville, N. C.—Plans for an insur- 
ance play to be presented either by pro- 
fessional or local talent some time this 
fall were discussed at the September 
meeting of the Asheville association. 
The executive committee was author- 
ized to make arrangements for such a 
presentation. Rev. O. J. Chandler, Meth- 
odist minister, the guest speaker, 
stressed the practical value and neces- 
sity of life insurance for ail classes of 
people. 

e.0 » 


Bridgeport, Conn.—Donald H. Morrill, 
agency assistant for the Connecticut Mu- 
tual, addressed the Bridegport associa- 
tion on “The Past and the Future of the 
Life Insurance Business.” 

S-~ ¢--6 

North Dakota—Sam H. Bright, Fargo, 
delegate to. the national convention in 
San Francisco, addressed the North Da- 
kota association Monday. 

* * * 


Pittsburgh—Instead of a meeting with 
set speakers, the Pittsburgh association 
has arranged a sales production confer- 
ence from 4 to 6 p. m., Oct. 11. Brainerd 
Metheny, agent of the Equitable of Iowa, 
will open the program. He has written 
a large amount of insurance during the 
last two months. W. F. Williams of 
Meadville, who has led the Pittsburgh 
agency of the National of Vermont for 
the past three and a half years and 
writes a large number of applications, 
will speak. C. L. Bolster, an agent in 
the Edward A. Woods office, has paid 
for 77 cases for $236,000 the first eight 
months and will give some suggestions. 
He will give some of his methods. C. L. 
Hagenbuch, agent of the Travelers, will 
give a sales demonstration showing the 
value of prepared sales presentation. 
H. J. Johnson, general agent Penn Mu- 
tual, will close the conference. 


* * * 


St. Paul—St. Paul association will open 
its fall meetings with a luncheon Oct. 5. 
Former Governor Theodore Christianson 
will be the speaker. 

Se ».-6 

Akron, 0.—The Akron association has 
been incorporated. The incorporators 
sre Raymond E. Kennedy, Eugene C. 
Noyes and W. Lloyd Hammerbeck. 

* * * 


Lansing, Mich.—Plans are under way 
for the convention of the Michigan State 
association, to be held in Lansing in 
November. Dr. S. S. Huebner, of Univer- 
sity of Pennsylvania, who has helped 
greatly to make the last two conven- 
tions successful, will be on the program. 
Efforts are also being made to obtain 








| New York Speaker 








FRANKLIN W. FORT 


Franklin W. Fort, chairman of the 
Federal Home Land Bank Board, will 
be one of the main speakers before the 
New York City Life Underwriters As- 
sociation at its first fall meeting. Mr. 
Fort is a son of the late Governor Fort 
of New Jersey. He is a Princeton grad- 
uate, served in Congress from Newark 
and was formerly secretary of the Re- 
publican national committee. 








Elbert Storer of Indianapolis, retiring 
president of the National association. 
At the October meeting of the local 
association, Raleigh Stotz, Grand Rapids 
general agent Mutual Benefit, will be 
the main speaker. 
* * * 


Saginaw, Mich.—Much good can be ac- 
complished in such times as the present 
by a conscientious life underwriter, 
Saginaw association members were told 
at the opening fall meeting by H. B. 
Fisher, former president. Mr. Fisher 
said especial care should be taken by 
life agents at this time to study the 
exact needs of their clientele and of new 
prospects to avoid any possibility of 
“over-selling,” and also to ascertain that 
insurance is carried up to the financial 
capacity of the client. 

Warning against the irreparable dam- 
age that can come from derogatory 
statements about other companies and 
the emphasis of the need for maintain- 
ing cordial relationships between com- 
peting companies were features of a 
brief talk by W. L. Burchill, president 
of the Saginaw assuciation. 





AGENCY NEWS 


Robinson Conducts Agency 
Meetings on Novel Basis 








C. C. Robinson, editor of the “Insur- 
ance Salesman,” is conducting a series 
of novel agency meetings in which the 
agents themselves put on the program 
instead of listening to a speech by Mr. 
Robinson. The most recent of these 
meetings was conducted for Indianapolis 
agents of the Indianapolis Life. On 
Saturday of this week he will be in 
charge of the program for a dinner 
meeting to be heid by the general 
agency of the Paul W. Simpson general 
agency of the Indianapolis Life at In- 
dianapolis. 


Traylor Agency’s Meeting 
An all-day meeting was held in In- 





dianapolis for agents of the Joel 








Ano all through the night you 
slept so soundly! And no won- 
der... for there are no better 
beds in all the world than those 
at Hotel Fort Shelby. In the 
morning you arise refreshed... 
all signs of fatigue erased 
«--in a room that’s cheerful... 
even made gay by old Mr. Sun 
who just can't keep out. Soon 
after the shower, a stream 
that wakens and exhilarates, 
you'll be electing either the 
Grill or Coffee Shop or Main 
Dining Room for breakfast. At 
Hotel Fort Shelby, breakfasts 
begin at 25c... luncheons 
at 35c¢ and dinners at 90c. 
When you visit Detroit next 
time drive direct to Hotel Fort 
Shelby. Obliging attendants, 
at either entrance, will relieve 
you of your car and return it 
at your command... a cour- 
tesy without fee. Nominal ga- 
rage tariffs. You'll be pleased 
bythe completeness of this truly 
modern hostelry. The attractive 
yet restful lobby opens into 
many shops... such as the 
Barber Shop, Beauty Parlor, 
Cigar Store and Haberdashery, 
Drug Store, Western Union 
Office and Flower Shoppe.Each 
of its 900 rooms is equipped 
with servidor, circulating ice 
water and private bath. Radio 
for every room. 
Music and danc- 
ing everyevening 
in the Main Din- 
ing Room... no 
couvert charge. 
Rates as low as 
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$2.50 per day. 


HOTEL rorl 


DETROIT 
“AGLOW WITH FRIENDLINESS” 
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or general agency of the North- 
—_= National Life. W. F. Grant- 
es, agency director, and E. P. Bal- 
kema, director of education, were pres- 
ent from the home office as was also 
L. A. Deininger, general agent at Day- 
ton, O. Mr. Traylor was appointed 
general agent Aug. 1 and is making 
much progress in building an agency 


staff 
Sales School Is Conducted 


The Paul C. Snyder agency of the 
Connecticut Mutual in Harrisburg con- 
ducted a four days’ sales school this 
week, Vincent B. Coffin, superintendent 








of agencies for the Connecticut Mutual, 
and Fred O. Lyter, assistant superin- 
tendent of agencies, being in charge. 





Habermann Making Record 


Ray E. Habermann, who formerly 
was production manager for the Evarts 
Wrenn agency of the State Mutual in 
Chicago and who has been general 
agent for the State Mutual at Minne- 
apolis since last November, is making a 
record. The agency reports a 51.7 per- 
cent gain over 1931 and on Sept. 10 had 
passed last year’s total. Roy Lathrop 
of the agency has a 70 percent gain. 








TALKING. POINTS 





Leaders Talk at Cleveland 





Hamlin Gives Six Points in Successful 
Selling — Stevenson Talks on 
“Militant Selling” 





The northeast Ohio sales congress 
sponsored by the Cleveland Life Under- 
writers Association was held in Cleve- 
land last Saturday. 

Among the notable speakers at the 
morning session were Clay W. Hamlin, 
Buffalo, general agent Mutual Benefit, 
and M. A. Linton, president Provident 
Mutual Life. Mr. Hamlin outlined his 
six-point program of successful selling: 
Every agent should have a definite ob- 
jective written and revised daily, a 
definite method of prospecting, simple 
standardized interviews, a method of 
planning work a day ahead, a simple 
daily record, and a daily hour of con- 
centration. 

M. A. Linton, in his talk on “The 
Outlook,” gave an able review of gen- 
eral business conditions. 

W. H. Saitta, Cleveland, manager 
Metropolitan Life, spoke at the after- 
noon session on “Study Does It,” in 
which he brought out the necessity of 
constant work for successful insurance 
selling. 

Courage Is Necessary 

Dr. John A. Stevenson, vice-president 
Penn Mutual Life, was well received in 
his practical talk on “Militant Selling.” 
“The longer we live,” he said, “the more 
developed our alibis are apt to become. 
The present business situation will be 
won through effort and courage just as 
the world war was won. It is a period 
when financial affairs must be recon- 
Structed and insurance is thereby pre- 
sented a great opportunity. Insurance 
alone can guarantee an estate and peo- 
ple are interested in security today more 
than anything else. We must use a 
militant aggressiveness in selling insur- 
ance. 

H. A. McAllister, sales engineer, 
Cleveland, gave his methods of selling 
- ‘How to Approach and Lead the 
3uyer. 
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Points Out Great Opportunity 


Woodward Talks to Lansing Association 
—Oversubscribed Government Loans 
Proves There Must Be Money 








LANSING, MICH., Sept. 29.—In- 
numerable constructive suggestions rel- 
ative to life insurance selling in depres- 
sion ‘times were contained in a talk at 
the opening fall meeting of the Lansing 
Life Underwriters Association by Mil- 
ton L. Woodward, Detroit general agent 
Northwestern Mutual Life and presi- 
dent Detroit Associated Life Managers 
& General Agents. 

Mr. Woodward revealed no open 
sesame to easy life insurance success 
but declared that the business, energeti- 
cally, systematically and_ intelligently 
pursued presents opportunities at this 
time perhaps never before equaled. The 
depression, he contended, has made the 
American people life insurance con- 
scious as never before in history and 
the proved stability of the old line com- 
panies in this financial crisis gives the 
life underwriter an unparalleled talking 
point. He scoffed at the frequent ex- 
cuse of the half-hearted agent that “No 
one has any money these days,” point- 
ing out that the United States govern- 
ment’s treasury notes were over-sub- 
scribed ten times, the equivalent of a 
tender of five billion dollars, although 
these notes bore but 3% percent inter- 
est and carried, of course, none of the 
protective features of insurance retire- 
ment income contracts. 

Mr. Woodward pointed out that there 
should be many opportunities to sell 
contracts on a lump sum basis He 
called attention to the vital importance 
of the approach when, he said, every 
agent has the entire attention of the 
prospect for at least 30 seconds. “What 
you say, how you act, and your general 
bearing will depend largely on whether 
you have an opportunity at that time 
to go further with the prospect or 
whether you can get certain information 
from him for a call back later,” he em- 
phasized. 








Company Officials Alive to 
Problem of Loaned Policies 


(CONTINUED FROM PAGE 1) 


_.1 do not know how a company could 
identify an application as one on the life 
of an individual who has previously can- 
celled insurance in another company be- 
cause of loan, so I presume every com- 
Pany accepts a certain amount of busi- 
ness of this description. We will not 
knowingly accept business that is to re- 
place business in another company and 
it, subsequent to date of issue, we dis- 
cover that our policy has meant the 
cancellation of insurance of another 
company, we will not pay the producer 
of our business any commission. In ad- 
dition, if our representative is guilty 
ol a twist, he is subject to other severe 
penalties. 


Almost two years ago we made an 








offer to replace insurance that had 
lapsed because of policy loan indebted- 
ness. If the equity in a policy is not 
sufficient to meet the premium payable 
under the contract and such premium is 
not paid within the grace period, then 
the former insured is permitted, within 
60 days after the expiration of the grace 
period, to apply for new insurance on 
the same plan as the old policy. 


* * * 


New insurance can be for an amount 
equal to the original contract if the 
indebtedness at the date of lapse did not 
exceed $1,000, or for the face amount of 
the old policy less the indebtedness if 
the indebtedness exceeded $1,000. The 
new policy is to bear current date and 
age and is issued without medical ex- 
amination if application therefor is made 
within 30 days following the expira- 
tion of the grace period. If applica- 
tion is not made within such 30 days, 








Back 
of the Guaranty Life is Found 


The impregnable Legal Reserve System 

A strong financial foundation 

The well seasoned Iowa insurance laws 
Discriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of permanency 
and progressive development. Tie to a company 
that is growing. 


Desirable agency connections available in 


Towa Colorado 

Minnesota Ohio 

Lee J. Dougherty, President 
Guaranty Life Insurance Co. 


Davenport, Iowa 














General agencies 
await YOU 
Are YOU ready to 
enlarge your world? 
We have excellent General Splendid contracts — strong 


2 eucel in Neb support—Council Bluffs, lowa; 
gency openings in Nebraska, Davenport, Iowa; Rochester, 


Minnesota and Iowa. Minn.; Lincoln, Nebraska 
WRITE US BEFORE MAKING A CHANGE 


CEDAR RAPIDS LIFE INSURANCE COMPANY 


CEDAR RAPIDS, IOWA 
Col C. B. . Si 
B. Robbins, Jay G. Sigmund, Vice-President and C. B. Svoboda, 
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Rockford Life Has a Message for You 


President F. L. Brown 


acclitesh hits teenmnan Ge, It Concerns Contract Direct 
Rockford, Illinois. With The Company 


Dear Sir: 
SEND ME THE MESSAGE 
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SALES 
INFLUENCE 
PREDOMINATES 


Executives of the Build- 
ers life are men who 
have been grounded in 
all the fundamentals of 
selling. Naturally, 
sound sales tactics 
which build business 
and careful supervision 
and instructions in ap- 
plying those factors 
are available to our 
agency force. The 
Builders Life offers 
much to those men who 
want to get ahead but 
who still desire to re- 
tain their own_ indi- 


viduality. 


BUILDERS LIFE 
INSURANCE COMPANY 


Karl J. Crist, Vice-President 


228 N. La Salle St. 
CHICAGO ILLINOIS 











aT 
PRACTICAL 
SALES 


HELPS... 


The only company which de- 
osits full legal reserve on 
ife policies with the State 


of Illinois. . 


PARTICIPATING 
NON-PARTICIPATING 


A complete line of 


ACCIDENT & HEALTH policies. 


COMPLETE COVERAGE 
COMBINATION POLICY. . 
(Life and Accident & Health in 
one contract). 


An ORGANIZED SALES PLAN 
which gets results. . 








ABRAHAM LINCOLN 


Life Insurance Company 
Springfield, Illinois 
H. B. Hill, President 














then the company’ reserves the right to 
require evidence of insurability. 
Theoretically, this plan should be very 
successful in conserving business but the 
results that we have been able to 
achieve in the past 18 months are a 
long way from being satisfactory. 
Policyholders seem to prefer to con- 
tinue their old dividend-paying policies 
just as long as possible, but the ulti- 
mate cancellations due to financial con- 
ditions seem to make it impossible for 
the policyholder to consider a new pol- 
icy at the attained age. 
* * * 


Oregon Mutual: We allow our sales- 
men to rewrite policies on which there 
are loans only in those cases where they 
apply to the home office for permission 
to do so. If they rewrite a policy with- 
out said permission we do not pay com- 
missions. Our general rule in allowing 
them to rewrite cases is that the loan 
be at least 80 percent of the value, and 
that there appears little likelihood of its 
being paid off. 

For the past year we have been using 
an outside agency, DeBarry & Associ- 
ates of Chicago, to rewrite a limited 
number of selected cases. Our method 
of picking out cases to be turned over 
to this agency is, briefly, as follows: 

All cases with loans 80 percent or 
more of the cash value, which have been 
in existence at least one year, and ex- 
ceed $100; all cases on which premiums 
have been paid by automatic premium 
loan for two years, and on which no 
cash payments have been made by the 
insured, 

* * * 

These cases are then carefully gone 
over by the home office officials and 
general agents, during which process a 
great many are eliminated, because of 
knowledge which would lead us to be- 
lieve that the policy will not be apt to 
lapse. Agents’ renewal commissions are 
fully protected in those cases rewritten 
by this outside agency. 

We consider this an emergency meas- 
ure, and it is not our intention to ex- 
pand the rewrite to a larger group of 
policyholders. However, it is possible 
that we may grant the privilege to our 
own agents a little later on, on a greatly 
modified basis. We have followed this 
rewriting plan for the past seven months 
with satisfactory results. Friction of 
our own agents has been negligible, and 
has been straightened out to the satis- 
faction of everyone in each instance. 
We realize, of course, that the plan has 
not been in operation long enough for 
us to form any definite conclusions. 

* * * 


Confederation Life, Toronto: I may 
say that we studied this question very 
carefully at the beginning of 1932 and 
were not satisfied that these redating 
plans would not result in a good deal 
of switching in our own business which 
is not justified. 

Where a case is presented with the 
recommendation of the divisional man- 
ager, we are prepared to give considera- 
tion to the rewriting without the loan, 
giving the insured a new policy with a 
reserve value equal to the net value in 
the previous contract. Each case, how- 
ever, has been considered on its merits 
and we have not offered to our agency 
force any proposition whereby they 
could go out and change existing con- 
tracts. 

* * * 

Canada Life: Unfortunately, this plan 
is more or less in the formulative stage 
and has not progressed sufficiently far 
to give you anything concrete. How- 
ever, it is our intention to place some 
rewriting plan in effect, but we shall 
have to defer giving you particulars un- 
til our plan crystallizes. 

In regard to the loan situation, we are 
presently making a special effort to ar- 
range the repayment of policy loans, our 
plan principally being to solicit the co- 
operation of our branch managers and 
secretaries m more actively selling to 
the borrowers the wisdom of making 
regular monthly repayments and con- 
fining requests for loans to the immedi- 
ate minimum need of the borrowers. 





We are also arranging to circularize all 
our existing policyholders with loans 
within the course of the ensuing year, 
and are sending with each interest 
notice a form of repayment, which we 
are hopeful will have good results. This 
form is also accompanied by a letter 
over the general manager’s signature on 
the subject of the wisdom of making 
loan repayments. We are similarly en- 
deavoring to have automatic premium 
loans repaid. 

In so far as policies which are in 
danger of lapsation, due to the full loan 
value having been granted, it is our 
practice a month or so before the next 
premium renewal date to issue a spe- 
cial warning letter to the borrower to 
the effect that if the premium is not 
paid, the insurance will cancel. This 
letter is in addition to the regular pre- 
mium notice. 

* * 

Pacific Mutual: Each case is handled 
more or less*on its merits. We do re- 
write policies quite extensively for the 
net amount at risk at the attained age 
where there is a heavy outstanding loan. 
Where it is rewritten on the same form 
such is without a medical examination. 

Personally, I cannot help but feel 
that the rewriting of business is being 
carried too far and, in many cases, to 
the detriment of the policyholder. Where 
the policy carries a small amount of 
loan, particularly on a life form, it can 
be demonstrated that it is to the in- 
sured’s advantage to continue the policy 
on the original form with the outstand- 
ing loan, but in such instance the in- 
sured should gradually repay such in- 
debtedness. 


New Ohio Handbook Issued 


Edition for This Year Contains 900 
Pages of State Insurance Ma- 


terial of Value 


The 1932 edition of the Underwriters 
Handbook of Ohio, published by THE 
NATIONAL UNDERWRITER, has been issued. 
This is the largest book of the kind got- 
ten out by THe Nationa UNDERWRITER, 
there being 900 pages. Among the in- 
teresting parts of the book is the space 
given to Ohio home companies. There 
is full insurance information given re- 
garding the state, which makes it a most 
valuable reference book for anyone inter- 
ested in Ohio insurance-wise. There is 
a resume of all the insurance organiza- 
tions with which insurance people deal. 
The statistical information on Ohio 
business is most informative. 


Mutual Benefit Life Leaders 


Herschel B. Barnes, agent at Fair- 
mont, W. Va., for the Mutual Benefit 
Life, paid for 24 lives in August, tying 
with Albert Steler of Detroit for first 
place among the company’s agents. In 
the first eight months of the year, Mr. 
Barnes paid for 111 lives and is second 
only to Mr. Steler, who paid for 117% 
lives. Mr. Steler has led the company 
in lives for eight consecutive years. 

Book on Annuities 

A subscriber writes to ask whether 
there is any special book or pamphlet 
devoted to annuities written from an 
impartial standpoint. The Diamond Life 
Pulletins, published by THe NATIONAL 
UNDERWRITER, 420 East Fourth street, 
Cincinnati, has a booklet devoted to an- 
nuities, which is regarded as authorita- 
tive. 


Oid Colony Life Is Found 
About All Water Logged 


(CONTINUED FROM PAGE 2) 


$130,000 in death claims, disability bene- 
fits and endowments matured that have 
not been met. Mr. Keys found that 
there was $131 on hand in cash. He is 
not using the premiums to reduce the 
building indebtedness as he does not 
know whether the equity can be saved 
or not. 
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We Think We've 
Got It 


Life Agents have long known a prolific 
income awaited them in the Health and 
Accident field, on business they could 
ceadily write. 

The trouble has been to find a class of 
contract which fully met their ideas of 
income protection, 

We think we've got it in our new line 
of policies. Send in the coupon and 
we will send you further information, 


MAIL COUPON 








| inter-Ocean Casualty Ce., | 
2th Fleor American Bidg., Cincinnatl, Ohte. 


\ 
- aries, send me. information regarding your wat | 














No Better Territory 


No Better Company 

No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


.. W. Lane, F. L. Alexander 

Secretary President 

W. R. Smith. Field Vice-President 
LAFAYETTE, INDIANA 














Life Insurance— 
Trust Service 


now go hand in hand. Men of 
affairs demand both. Life In- 
surance creates the estate. 
The Life Insurance Trust 
safeguards it. 
Send for booklet 
The Life Insurance Trust 


Chicago Title & Trust Company 
@ West Washington St. 

















Wanted! 


GENERAL AGENTS 
in 


Illinois, Missouri 
and Kansas 


St. Louis Mutual Life Insurance 
Company 


Originally Incorporated 1857 
3640 Washington Blvd. is, Mo. 


St. Louis, 
an 
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General Educational Review Takes 
Important Place in Answers to C.L.U. 
Quiz Given as Most Representative 


General Education 
PART III (CONTINUED) 


Question 4. Which of the following 
laws would be unconstitutional and why? 
(a) A state act declaring that on and 
after Jan. 1, 1933, no life, fire or fidelity 
insurance could be sold within the state. 
(b) A federal act providing that insur- 
ance companies must retain 50 percent 
of all life insurance premiums as a re- 
serve for losses. (c) A federal law for- 
bidding the employment of children un- 
der ten years of age in any explosives 
factory in the United States. (d) 
state act providing that physicians 
should pay an income tax of one-half of 
1 percent; teachers, 1 percent; and per- 
sons engaged in manufacturing should 
be exempt from state income tax, 

Answer. (a) Although the states have 
the right to regulate insurance, this act 
would appear to be unconstitutional in 
that it interferes with the right of con- 
tract guaranteed by the federal consti- 
tution. As far as already established 
companies are concerned the law would 
probably be unconstitutional on the 
ground that it deprives them of prop- 
erty without due process of law. 

(b) This law is unconstitutional be- 
cause the Supreme Court decided in the 
case of Paul vs. Virginia that insurance 
is not commerce. Since there is no 





clause in the constitution which gives 
to the federal government the right to 
regulate insurance and since all powers 
not delegated to the federal government 
are reserved to the states. the insurance 
business is subject to state regulation. 

(c) There is no provision in the con- 
stitution giving the federal government 
the right to regulate child labor. This 
is an exercise of the police power, whieh 
power is reserved to the states. 

(d) This law is unconstitutional be- 
cause it discriminates between classes. 
A direct tax must be applied equally to 
all. Although the principle of progres- 
sive taxation may be used, the basis for 
a different rate must be a reasonable 
and not an arbitrary classification, and 
must not be contrary to the equal pro- 
tection clause of the 14th amendment. 


Definitions of Terms 
Required of Students 


Question 5. Explain and _ illustrate 
briefly what is meant by the following 
terms: (a) A federal implied power. 
(b) A plurality of voters. (c) Public 
utility regulation. (d) Due process of 
law. 

Answer. (a) The constitution of the 
United States gives Congress certain ex- 
pressed powers, but it does not enumer- 
ate the various details which are neces- 
sary to make these expressed powers 





effective. In the early days of our his- 
tory there was a disagreement as to 
whether Congress should do only those 
things that the constitution specifically 
and expressly stated that it might do, 
or whether it could pass such legislation 
as would make its expressed powers ef- 
fective. The courts have upheld the lat- 


ter viewpoint. This is known as the 
doctrine of implied powers. For exam- 
ple, Congress has power to borrow 


money on the credit of our government. 
Nothing is said about the regulation of 
banks. Yet to make the expressed bor- 
rowing function effective, Congress has 
the implied power to charter and super- 
vise national banks. 

(b) A plurality of votes means the 
excess which any one individual has as 
compared with any other candidate. It 
is not necessarily a majority, which is 
one more than half of all votes cast. To 
illustrate: A receives 10 votes, B re- 
ceives 7 votes, and C receives 6 votes. 
A has a plurality of 3 votes over B and 
4 votes over C, but he does not have 
a majority. 

* * * 

(c) By public utility regulation is 
meant that control which a division of 
the government exercises over a corpor- 
ation that renders service, under a fran- 
chise, of such a character as to be 
fraught with much public interest. Such 
regulation deals with matters pertaining 
to rates, equipment, service, and related 
activities. Public utilities are usually 
monopolies and their services are indis- 
pensable. Examples of public utilities 
are railroads, street railways, electric 
light and gas companies. Examples of 





regulatory bodies are the interstate 





railway 
utility 


state 
public 


commission, 


commerce 
commissions 
commissions. 

(d) The constitution provides that the 
federal government shall not deprive any 
person of his life, liberty or property 
without due process of law. This is a 
rather broad term and applies to many 
situations. It means that the customary 
legal and judicial processes must be 
adhered to in all regards with respect to 
the person's life, liberty and property. 
He cannot be remanded to jail and kept 
there without reason. His actions may 
not be restricted insofar as they do not 
harm or jeopardize anybody else. His 
property cannot be taken from him with- 
out good reason. He is entitled to a 
fair trial before conviction and to free- 
dom from unreasonable and arbitrary 
legislative acts. 

(ce) Seciology 

Questions 1-2. During the past few 
years this country has experienced rap- 
idly falling commodity prices, a substan- 
tial reduction in the money income of 
most people, and a large increase in 
unemployment. 


and state 


Analysis of Economic 
Forces Part of Test 


(a) Name and define the various 
standards of living which are ordinarily 
recognized in social studies. j 

(b) Assuming an individual js still re- 
ceiving the same income as he has re- 
ceived for the past five years, and fur- 
ther assuming that he wishes to maintain 
the same standard of living, what in- 
fluence would the above factors have 
upon the various items in his family 
budget? In answering this question, in- 





Foresight-- 


income. 











the father but binds the family. 


The primary function of life insurance is te compensate a beneficiary for financial loss sustained at the death of the 
insured. This should be the foundation upon which every new sale rests, and, equally important in the midst of 
today’s hysteria, it should be the argument used to discourage the mortgaging of protection already established, 


An insured’s FIRST OBLIGATION is to those who are dependent upon him, for it is undeniably true that death releases 
Underwriters who formed the short-sighted habit of selling cash values as a line 
of least resistance in getting business are today finding their tactics a boomerang in the shape of vanishing renewal 
This is the outcome of policy loans and the lapses which they inevitably engender. 


When life insurance is again restored to its rightful place in the mind of the salesman, he will picture and sell it as 
protection against the ravages of life’s SUPREME EMERGENCIES—OLD AGE AND PREMATURE DEATH—rather 
than as a mere instrument to satisfy the demands of temporary embarrassment. 
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dicate the important items ordinarily in- 
cluded in a family budget and be specific 
in pointing out the effect upon each. 

(c) Assuming that commodity prices 
and the national income continue on a 
lower level than prevailed in 1929, but 
that there is a gain in employment, what 
effect would this tend to have upon the 
amount of life insurance in force? List 
and explain briefly any counteracting 
factors which you would consider im- 
portant. 





Answer. (a) 1. The poverty standard. 
People living under this standard do not 
receive enough to maintain themselves 
in decent condition. They are under- 
housed, undernourished and _ under- 
clothed. 

2. The bare subsistence standard. 
This level merely permits the barest 
necessities of life. It does not permit 
any margin for education, health, leisure 
or other improvements. It does, how- 
ever, imply reasonable housing facilities, 
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a fair amount and type of food and 
necessary clothing. 

3. Subsistence plus standard. This im- 
plies all of the necessities and a few 
of the extras of life. It permits a rea- 
sonable amount for recreation, educa- 
tion, advancement, protection and emer- 
gencies. 

4. Comfort standard. This includes 
ample income for necessities, good liv- 
ing conditions, medical care, emergen- 
cies, protection, and cultural advantages. 

2. 2 

(b) The important. items in the family 
budget for a family in the comfort class 
and the manner in which they would be 
affected, include: 

1. Food. This man’s cost of food 
would be reduced. 

2. Housing. If renting, this cost 
would be reduced. If buying under a 
contract his interest charges and monthly 
payments would not be reduced. Taxes 
would remain constant or would be 
higher. 

3. Clothing. A saving would result on 
this important item. 

4. Protection. The cost of life insur- 
ance has not changed with the exception 
of those mutual companies which have 
reduced dividends to policyholders. 
Other insurance costs have remained 
about the same. 

5. Education. A slight saving on this 
item vrould result, particularly for living 
expenses. 

6. General maintenance—light, heat, 
water, repairs, replacements, etc. Serv- 
ices of public utilities have not been 
greatly reduced. Repairs and replace- 
ments can be secured more economically. 

7. Transportation. Automobile costs 
and expenses have quite generally been 
reduced. Street car fares, ferry-boat 
rates, etc., have not. Railroad fares have 
in many instances been reduced due to 
special rates. 

8. Services. If this man had been ac- 
customed to having house servants there 
would be a material reduction here, be- 
cause due to unemployment, servants 
can be hired very cheaply. Legal and 
special advice is also somewhat cheaper. 

9. Health. There has been a reduc- 
tion in the cost of most medicines, drugs 
and household necessities for the promo- 
tion of better health. The charges for 
services of physicians, doctors, and hos- 
pitals have in some instances been re- 
duced. 

10. Savings. Greater amounts will be 
available for savings. His chief advan- 
tage comes from the reductions in com- 
modity prices. 


Greater Buying Power 
in the Dollar Today 


(c) Lower commodity prices will cause 
less real need for life insurance. Insur- 
ance left to the beneficiary, either in 
cash or in income, will purchase more 
goods than in 1929. A reduction in the 
national income will reduce the buying 
power of the people. Although they 
might still be able to use the same per- 
centage of their income for insurance, 
less total money will be available for 
its purchase. However, some counter- 
acting factors exist. 

1. Many unemployed persons have 
dropped their insurance policies and em- 
ployment will bring them back into the 
market. 2. Most people are underinsured 
and much insurance can be sold before 
they are properly protected. 3. With 
growth in population insurance may be 
expected to increase. 4. Insurance has 
proved its worth during the depression 
and more people now recognize its 
worth. 5. New functions for life insur- 
ance are constantly being developed. 6. 
The investment side of life insurance has 
come to the front. 7. The value of an- 
nuities has been demonstrated. 8. Com- 
panies and agents have learned to work 
more effectively and diligently in the 
education of the public regarding the 
value of life insurance. 

x * * 


Question 3. Important causes of mor- 
tality in the history of the United States 
have been: Cancer, tuberculosis, small- 

ox, yellow fever, scarlet fever, diabetes. 
right’s disease, typhoid feyer, malaria, 





= 
heart disease and cholera. (a) Whj 
the above have shown a A ‘pit 
downward trend within the past few 
decades? List all the factors which jg 
your judgment have contributed to 
reduction. (b) Which of the above hay 
shown an upward trend or no improve. 
ment? Why should this be the Case? 
Be specific, showing clearly the diffe. 
ence in the problem involved in combat. 
ing these diseases in comparison with 
those which have declined in importangs 
Answer. (a) Tuberculosis, Smallpox, 
yellow fever, scarlet fever, typhgj 
fever, malaria and cholera. The factog 
which have contributed in this redy. 
tion are: Better sanitation, developmen 
of anti-toxins, water purification, pas- 
teurization of milk, adequate quarap. 
tines, public health legislation, heajt 
education in the schools, conservatio, 
activities of insurance companies, fre 
nursing service, public park develop. 
ments and similar movements. : 


Degenerative Diseases 
Considered Serious 


(b) Cancer, diabetes, Bright’s diseas 
and heart disease. Diseases in this class 
are degenerative as contrasted with 
those in part (a) which are communica. 
ble. Diseases of the degenerative typ 
respond only indirectly to better hy- 
gienic conditions and can be controlled 
only by an early detection, diagnosis 
and treatment. This can be done prin 
cipally through periodic health exam. 
inations. Again, because of better med- 
ical care, the people who formerly woul 
not have survived childhood now reach 
middle age when they become suscepti- 
ble to degenerative diseases, which are 
primarily caused by the wearing out of 
the internal organs. 

Their seriousness is sharply increased 
by the fast pace of modern life. The 
diseases mentioned under (a) presenta 
different problem. Communicable dis- 
eases are more readily detected and 
more easily controlled. They can bk 
rendered continually less impo-tant by 
such measures as proper sanitation, iso- 
lation, vaccination, inoculation, etc 
The communicable disease problem is 
concerned with the masses rather than 
with individuals. 





Policy Stamps Remind 
Policyholder of Needs 





A clever idea has been devised by the 
Bankers Life of Des Moines in the form 
of eight “purpose stamps” to be at 
tached to individual policies showing 
the specific purposes of these contracts 
The idea carries with it a sales argu- 
ment as well as conservation factor 
The eight stamps and basic needs indi 
cated are: Family income, family pro- 
tection, education of daughter, educa 
tion of son, retirement income, business 
protection, mortgage payment and 
cleanup fund. 

The stamps are contained in one pet- 
forated sheet. It is believed they wil 
make each policy a personal contract, 
assisting the policyholders when the) 
check over their contracts for general 
purposes and, what is quite as impor 
tant, reminding them of specific needs 
that have not yet been covered. 

The Bankers Life also believes whet 
a policyholder renews his contract with 
a policy loan in mind, he will find t 
hard to select any one policy for the 
purpose when it means jeopardizing hs 
insurance for a specific need. The 
stamps aiso will help prevent lapsatio®, 
it is believed. 


The Continental Life of Washingto® 
D. C., which is a Virginia corporation 
kas amended its charter to decrease !t 
actually issued and outstanding capital 
stock from $300,000 to $120,000. 
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